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Crosley Shows 
New $325 Car 
To Distributors 


Two-Cylinder Automobile 
Goes 50 Miles on 
Gallon of Gas 


By George F. Taubeneck 


INDIANAPOLIS—Nearly 200 dis- 
tributors were on hand at the famous 
Speedway here Friday morning to 
see Powel Crosley, Jr. demonstrate 
his new midget automobile. They 
saw a two-cylinder job with a base 
price of $325, and with record econ- 
omy of operation, 

It will run from 50 to 60 miles on 
a gallon of gasoline. It requires only 
three pints of oil. It has a top speed 
of 50 miles per hour. The motor is 


Two-Temp Unit Shown 


CINCINNATI — After giving the 
Crosley car the once-over at the 
Indianapolis Speedway, a number of 
Crosley distributors moved over here 
Friday to see the first two-tempera- 
ture Crosley refrigerators to come off 
the production line. 

These models were announced at 
the Crosley convention, but at that 
time tooling had not been completed. 

There are two “regular” and two 
“deluxe” two-temperature models— 
a 6-cu. ft. model and a 7%-cu. ft. 
model in each classification. The 
two-temperature jobs will sell for 
$15 to $20 more than their com- 
parable Crosley models. They will 


bear the trade name of “Crosley 
Freezorcold.” 
The food compartment of the 


“Freezorcold” is divided, with sepa- 
rate evaporators for each. Top com- 
partment is the cold one, maintaining 
temperatures from 5° below zero to 
18° above, and running normally at 
10° above. Bottom compartment is 
refrigerated by a secondary system, 
and maintains from 80 to 85% rela- 
tive humidity. 


a Waukesha two-cylinder opposed 
four-cycle engine, air cooled by a 
suction blower which is cast integral 
with the flywheel. 

There are two models, both con- 
vertible. The single-seater retails for 
$325; the two-seater (four passen- 
gers) for $350. Both prices are at 


(Concluded on Page 14, Column 1) 


Practical Problems 
On ASRE Spring 
Meeting Program 


HERSHEY, Pa.—cCurrent practical 
problems in refrigeration and air 
conditioning will be emphasized in 
the technical sessions of the twenty- 
sixth spring meeting of American 
Society of Refrigerating Engineers, 
to be held here May 21, 22, and 23 
with Hotel Hershey as headquarters. 

Adding to the interests of refrig- 
eration men in the affair is the 
opportunity it affords to inspect the 
refrigeration and_ air-conditioning 
equipment in this unusual community 
—the plant of the Hershey Chocolate 
Corp., the company’s windowless 
office building, and the city’s famed 
indoor skating rink. 

Technical sessions have been ar- 
ranged for Monday and Tuesday 
mornings, May 22 and 23. Outstand- 
ing papers scheduled for presentation 
include those on “Air Conditioning in 
Government Buildings in Washing- 
ton,” “Design of Truck Bodies for 
Ice Cream,’ “Overhead Bunkers for 
Refrigerator Cars,” “Tests on Air 
Circulation in Precooling,” and “Bus 
Air Conditioning.” ‘ ; 

Added feature will be a conference 
on piping practice, scheduled for the 
afternoon of May 23. All sessions 
are open to all persons interested in 
the subjects to be presented. 

Program of varied entertain- 
ment has been arranged by the 


(Concluded on Page 20, Column 1) 


Trade-Ins Taxable on 
Re-sale Only, Illinois 
Board Rules 


CHICAGO—No sales tax collection 
need be paid on used merchandise 
accepted as a trade-in on new equip- 
ment, under a_ revision of _ the 
original rule recently issued by the 
Illinois Department of Finance. 

Under the revised ruling, 
chants will be asked to pay the state 
3% only on the actual cash involved 
in each transaction in which a trade- 
in figures. When and if the trade-in 
merchandise is sold, the merchant 
must pay the 3% sales tax on it, 
according to the amount it sells for. 

By placing trade-in merchandise 
on a cash receipts basis, the ruling 
eliminates the necessity for placing 
a valuation—and paying a tax as 
valued—on this type of goods. Tax 
value is regulated by the amount the 
used goods brings on re-sale. 


mer- | 


Goes To York 


WALTER E. LANDMESSER © 


* * 


Landmesser Named 
York Commercial 
Sales Manager 


YORK, Pa.—Appointment of Wal- 
ter E. Landmesser as sales manager 
of the commercial air-conditioning 


and refrigerating division of York | 
Ice Machinery Corp., effective May 1, | 


has been announced by Stuart E. 
Lauer, the company’s vice president 
in charge of sales. 

One of the best known personali- 
ties in the commercial refrigeration 
industry, Mr. Landmesser for the 
past two years has been in charge 
of the commercial and air-condition- 
ing division of Norge in Detroit. He 


(Concluded on Page 20, Column 2) 


‘One Big Association’ 
Suggested In N. Y. 


NEW YORK CITY—A suggestion 
that a single “big association’ re- 
place the various individual dealer 
organizations now operating in each 
borough was tossed in for considera- 
tion at last week’s meeting of the 
Electrical Appliance Dealers’ Asso- 
ciation of Queens by Jim Hardee, 
former president of the group and 
now head of its utility relations 
committee. 

Claiming that individual associa- 
tions have “gotten nowhere” in 


(Concluded on Page 2, Column 5) 


85° Not Too Hot 
For Cooling Jobs, 
AMA Declares 


CHICAGO — Warning that the 
practice of cooling buildings to less 
than 80° F. in hot weather may be 
injurious to the health of persons 
susceptible to sudden changes. in 
temperature is sounded in the current 
issue of the Journal of the American 
Medical Association. 

“In warm summer weather,” the 
Journal states, “an indoor tempera- 
ture of 80° F. or even 85° F., with 
low humidity, is’ comfortable and 
desirable -from the standpoint of 
health, because the human organism 
becomes adapted to heat, and cannot 
stand sudden drops: in temperature, 
especially when the body surfaces are 
wet with perspiration. 

“The practice of cooling public 
buildings to 80° F. or less in hot 
weather appears to “be a definite 
menace to the health of susceptible 
persons’ who expose themselves to 
such contrasts in temperature.” 

The Journal’s statement was made 
in reply to a query regarding proper 
living room temperatures for summer 
and winter, particularly in cases 
where aged persons are concerned. 

Regarding winter conditions, the 
Journal states that room tempera- 
tures much above 70° F. are gener- 
ally considered undesirable in cold 


(Concluded on Page 2, Column 3) 


World Household Sales 
Total 265,000 Units 
During March 


DETROIT—Registering a gain of 
approximately 38% over totals for 
the same period of last year, world 
shipments of household electric re- 
frigerators climbed to 265,000 units 
in March, to bring the total for the 
year’s first quarter to 628,600 units, 
according to estimates by AIR CONDI- 
TIONING & REFRIGERATION NEWS. 

World shipments during March 
compare with 192,700 units in the 
same month of 1938, an increase of 
72,300 units. Shipments for the first 
quarter of last year were 461,700 
units. 

Shipments reported by 17 member 
companies of National Electrical 
Manufacturers Association to dis- 
tributors and dealers throughout the 
world amounted to 251,895 units this 
March, as compared with 183,059 for 
the same month last year. Nema 

(Concluded on Page 2, Column 5) 


Milwaukee Men 
Agree on Night 
Closing Rules 


Union and Dealers Draw 
Tentative Schedule 
For New Contract] 


MILWAUKEE — Tentative com- 
promise of the differences. between 
Milwaukee appliance merchants and 
the salesmen’s and service men’s 
unions has been arrived at by repre- 
sentatives of the merchants and of 
the unions, and now awaits only final 
approval of both parties before going 
into effect in the form of renewed 


| contracts. 


Solution of the night closing prob- 
lem reached by an informal commit- 
tee of dealers and representatives- of 
the salesmen’s union provides that 
any appliance retailer may remain 
open any four nights in the week, 
providing he _ selects these open 
nights in advance, files a schedulé 
with the union, and then rigidly 


adheres to this program, and provid-- - 


ing that no union salesman is re- 
quired to work more than three 
nights each week. The dealer must 
notify the union in the event that he 
changes his schedule. 

Purpose of this agreement is to. 
stabilize the ‘open night” situation, 
as it relates to conflict between 
dealers in a competitive territory, by 
preventing dealers from switching 
open nights from week to week. 

The tentative agreement also pro- 
vides that stores may remain open 
every night in the week during the 
Christmas shopping season, from 
Dec. 11 to Dec. 23, and that all 
dealers shall be allowed not more 
(Concluded on Page 2, Column 1) 


Houston Dealers Sell | 


800 Units in 2 Weeks. 


HOUSTON, Tex.—Sales of 9800 
electric refrigerators are reported by 
dealers during the first two weeks 
of a three-month campaign to place 
refrigerators in the homes of approxi- 
mately 35,000 utility customers who 
do not at present have this type of 
equipment. 


The drive is sponsored by Houston 


Lighting & Power Co., in cooperation 
with the Houston Electric Refriger- 
ator Distributor’s Association. H. E. 


(Concluded on Page 2, Column 4) 


First Showing 


(1) Powel Crosley, Jr. lifts the veil 
en his new low-priced»; ‘automobile. 
The little fellow in the mechanic's 
outfit is his grandson. (2) Mr. Cros- 


i + 
— 


ley, who is six feet four, climbs into 
the midget car. (°) He shows his 
200 distributors thai there’s plenty of 
room for his long legs. (4) Down the 


of New Crosley 


famous Indianapolis Speedway go Mr. 
Crosley and his newest product. 

(5) Mr. Crosley stands up for the 
(6) newsreel cameramen. (7) Dis- 


Car To Distributors on Indianapolis 


Je os 


tributors pile in to take a ride. 
(8) They like it, and crowd around 
to place carload orders for immediate 
delivery. Later many of them went 
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Speedway 


andi 


to see the new 
Crosley two-temperature refrigerators, 
which are now ready for immediate 
shipment (see description in Col. 1). - 


over to Cincinnati 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 3, 1939 


Milwaukee Dealers Gain Concessions 
From Unions By Negotiation 


(Concluded from Page 1, Column 5) 
than nine additional open nights dur- 
ing the balance of the year for spe- 
cial events. It also stipulates that 
all stores are to close not later than 
6 p.m. on evenings preceding legal 
holidays. 

Provisions of the old contract with 
reference to salaries, commissions, 
holidays, and vacations remain the 
same. The union dropped its request 
to include in the contract a closed 
shop provision to cover clerical 
workers and other miscellaneous 
store employes, and plans to nego- 
tiate separately with individual deal- 
ers who may have in their employ 
office workers and other employes 
who are union members. 


The agreement, in its tentative 
form, covers a period of 16 months, 
from March 1, 1939 to July 1, 1940, 
with a provision that either side may 
re-open the agreement for further 
amendment on July 1, 1939. 

Tentative agreement worked out 
by an informal committee of dis- 
tributors and dealers with represen- 
tatives of the service men’s union 
covers renewal of the contract be- 
tween these parties for a _ period 
extending from April 15, 1939 (ex- 
piration date of the old contract) to 
July 1, 1940. 

This proposed renewal includes a 
provision that either side may open 
the agreement in six months for 
reconsideration of hours and wages. 
This provision was agreed upon after 


the union withdrew its request for 
a reduction in hours from 48 to 40 
per week, and for a $5 per week 
increase in wages. In regard to the 
wage-hour problem, the distributor- 
dealer committee took the stand that 
the industry, in view of existing 
economic conditions, could stand 
neither an hour reduction nor a wage 
increase at the present time. 


The only other new features not in 
the old contract are provisions that 
any employe who has been in the 
service of an employer for one year 
or more shall be given a one-week 
vacation with pay, and that any 
employe furnishing test equipment 
shall receive a 1% weekly rental 
therefor. 


Both of these provisions were 
compromises reached by the nego- 
tiators after the distributors and 
dealers had rejected the union’s re- 
quest for paid vacations on a basis 
of one day for each month of employ- 
ment (or 12 days for employes with 
one year’s service) and a 2% rental 
allowance for test equipment fur- 
nished by employes. 

If Wisconsin’s so-called ‘‘Employ- 
ment Peace Act” (Bill No. 154-A) 
is signed by the governor before 
these two tentative union agreements 
are finally approved and signed by 
both appliance merchants and union 
officials, the legal status of the closed 
shop provisions in both contracts 
may become extremely questionable, 
as the new law bans the closed shop 


except in cases where it is approved 
by secret ballot of 75% of the em- 
ployes in any bargaining unit. 

It would seem, therefore, that 
under this law either the employer 
or his service men or salesmen could 
ask for an election to determine the 
closed shop issue. As the law car- 
ries no penalty against either em- 
ployer or employes for making a 
closed shop agreement without such 
an election, it appears that the closed 
shop provision in the contracts in 
question could be adopted by mutual 
consent of employer and employes, 
and remain in effect by such mutual 
consent until one side or the other 
might demand an election. 


Temperatures of 80° and Up 
Suggested By AMA 


(Concluded from Page 1, Column 4) 
weather, because they aggravate the 
effects of temperature’ contrasts 
when persons pass from overheated 
rooms to the cold outside air. 

“Because of a reduced metabolic 
rate and lack of resilience of the 
vasomotor system, many elderly 
persons require temperatures in the 
upper seventies, but an attempt 
should be made to reduce the com- 
fortable temperature level by suit- 
ably insulating exposed walls, and by 
employment of tight-fitting storm 
sashes where such measures are 
justified. 

“Measurements of temperature are 
usually made at a level '36 inches 
above the floor and at least 3 feet 
away from the exposed walls. In 
rooms for the aged, it is preferable to 
record the temperatures at knee-level 
height, 18 inches above the floor.” 


How KRAFT 


controls the air-conditioning motors 
in its new Chicago plant 


Because accurate processing control is the key to Kraft quality, 
scores of pilot devices and automatic starters were installed in the 
new Kraft plant to control the air-conditioning and production ma- 
chinery. Obviously, only starters of proved reliability could be used. 

In other Kraft plants, Allen-Bradley solenoid starters had long 
since demonstrated their dependability and their freedom from main- 
tenance. Therefore, it was logical to specify Allen-Bradley controls 
for this new plant. Like Kraft, you too can benefit by using these 
trouble-free starters. Specify Allen-Bradley on your next job! 


The new Kraft headquarters building contains ten acres 
of floor space, a large part of which is air-conditioned. 


yy 


ae 


Allen-Bradley Bulletin 709 Across-the-Line Starters controlling motors driving 125-ton 
refrigeration compressors in the new Kraft plant. These starters not only provide 


automatic motor control, but also protect the motors against sustained overloads. 


Bulletin 712 Combination Starters and push-button sta- 
tions mounted on air-conditioning units in the Kraft plant. 


Allen-Bradley Company 
1313 S. First Street, 
Milwaukee, Wis. 


Bulletin 712 Combination Starters and Bulletin 705 Revers- 
ing Switch for controlling pumps handling cooling water. 


“Welcome 


To Plymouth Road’ 


George M. Armstrong, new Kelvinator range engineer, is welcomed to 
his new position by Harry Parsons (left), range sales manager, and 
H. A. Philipp, chief engineer. 


Houston Dealers Strive 
For 35,000 Sales 


(Concluded from Page 1, Column 5) 
Dorrill, sales promotion supervisor 
for the power company, says that 
the early sales are 100% over those 
for the similar period of last year. 

A number of prizes will be awarded 
to leading salesmen during the cam- 
paign, which will continue through 
May. 

May and June, according to sta- 
tistics, are the best months for sale 
of electric refrigerators in the 
Houston area. It is felt that by 
starting an aggressive and coopera- 
tive drive 30 days earlier, more than 
2,500 sales will be made during the 
next 60 days, and the sales momen- 
tum generated will carry over into 
the later months of the selling season. 

This will mean more than a half 
million dollars total volume for 
dealers and more than $50,000 in 
commissions for salesmen during the 
campaign. 

The entire campaign is_ built 
around the theme of service and 
economy to the purchaser of an elec- 
tric refrigerator. 

Rules of the contest call for sales 
to be counted only between March 
31 and June 1, inclusive; rentals not 
to be counted as sales; repossessed 
“boxes” to be counted in the volume. 
Pooling of sales automatically dis- 
qualifies participants from product 
prizes, as well as the grand award. 

Contest is divided into four periods; 
March 31 through April 14; April 15 
through April 30; May 1 through 
May 15; and May 16 through June 1. 
It is open to all electric refrigerator 
salesmen in the Houston territory 
except those working for Houston 
Light & Power Co. 

The grand prize winner gets an 
all-expense trip to either New York 
or San Francisco World’s Fair (total 
cost not to exceed $150). Leading 
salesmen for each make of refriger- 
ator get $50 prizes; leading salesman 
for each 16-day period, gets a $25 
award. 


February Air Conditioning 
Orders: $1,706,377 


WASHINGTON, D. C.—Orders for 
air-conditioning equipment booked by 
252 U. S. manufacturers during 
February of this year amounted to 
$1,706,377, to bring to $3,327,797 the 
total for the year’s first two months, 
according to statistics compiled by 
the Bureau of the Census. 

During the same period, orders 
booked by 125 manufacturers (in- 
cluded in the larger group) amounted 
to $1,299,812, and January-February 
sales for this group totaled $2,509,642. 

Room cooler sales for February 
amounted to $22,305, but the largest 
increase in this class was shown by 
store-cooling units between 1 and 5 
hp., orders for such units totaling 
$90,191 to bring the two-month total 
to $116,430. 

Orders for summer central-station 

systems for human comfort totaled 
$460,711 for the month, and those for 
industrial use amounted to $57,222. 
During the same period, year-around 
central-station systems worth $36,856 
were sold, as were $12,902 in indus- 
trial systems of this type. 
Complete tabulation of orders for 
February and the year’s first two 
months are published on page 18 of 
this issue. 
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Armstrong To Engineer 
Kelvinator Ranges 


DETROIT—George M. Armstrong, 
until recently superintendent of the 
range division of Landers, Frary & 
Clark, New Britain, Conn. manufac- 
turer, has been appointed engineer in 
charge of Kelvinator’s range activi- 
ties, announces L. A. Philipp, chief 
engineer. j 


Mr. Armstrong served Landers, 
Frary & Clark for 13. years. He 
started his career with that organiza- 
tion in general engineering activity, 
and, after a series of promotions, 
was placed in charge of the manufac- 
turing and production of the com- 
pany’s ranges. 

Before joining the New Britain 
company, he was a member of the 
engineering staff of Hartford Electric 
Light Co. He was graduated from 
the Rensselaer Polytechnic Institute 
of Troy, N. Y. , 


Move on In N. Y. For 
Single Association 


(Concluded from Page 1, Column 3) 

their efforts to stabilize the New 
York metropolitan appliance situa- 
tion, Mr. Hardee declared that under 
the present set-up “it’s getting so 
that we do nothing but go to one 
meeting after another, with little or 
no time to attend to our regular 
business.” 

He said that dealers he had talked 
to were agreed that what was needed 
was “one association, one meeting a 
month instead of six, and one unified 
policy.” E. F. Jeffe, vice president 
of Consolidated Edison Co., also is 
in accord with the single association 
plan, he declared. 

No mention of the proposal was 
made at last week’s meeting of the 
Electrical Appliance Dealers’ Asso- 
ciation of Brooklyn, although some 
members of that association were 
present at the Queens group’s meet- 
ing. 

Some dealers also were inclined to 
question whether Mr. Hardee’s pro- 
posal might not already be answered 
in the present Metropolitan League 
of Appliance Dealers, an “association 
of associations” in which each of the 
borough groups has representation. 


Nema Quarterly Sales 
33% Above 1938 


(Concluded from Page 1, Column 4) 
sales in the United States alone 
totaled 234,044 units this March, 4 
gain of 44.2% over the 162,130 units 
reported for March, 1938. 

For the first quarter, Nema world 
sales totaled 596,299 units, as com- 
pared with 438,647 in the same 
period of last year, a gain of more 
than 33%. 

Lacquer-exterior units shipped 
during the month totaled 220,352 (of 
which 207,103 were for U. S. cus 
tomers), while porcelain-exterior 
unit sales totaled 27,400 units, 26,530 
of them for sale in the United States: 
Index value of total dollar sales w% 
128.0 for both world and U. S. shiP- 
ments. This is based on weighted 
sales for 1934, 1935, and 1936. 

New York, Pennsylvania, and 
Illinois led in the Nema tabulation 
of U. S. sales by states for the month. 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 3, 1939 


Refusal To Close Deals At Neighborhood Kitchen 


Demonstrations Pays Dividends To Dealer 


Specialty Gelling Deas 


Salesmen Should Listen & Let Prospects 


Sell Themselves, Dealer Believes 


By Robert Price 


MOLINE, [Ill.—Smart salesmen 
let prospects sell themselves, and 
the man who heeds Ben Franklin’s 
sage advice to “lend thine ears” in- 
stead of talking himself out of a sale 
has found the easy way to big 
refrigerator business, believes I. C. 
Dornacher, sales manager of Rogers 


Maytag Co., Frigidaire dealer operat- 


ing stores here and in Rock Island. 

He trains his 11 salesmen to be 
“good listeners,” but they must be 
alert to the trend of the person’s 
conversation to discover just what 
he is looking for in his purchase of a 
refrigerator. ‘We are great believers 
in applied psychology here,” said 
Mr. Dornacher. “After a few min- 
ute’s conversation with a prospect, 
my men have learned to size him up 
pretty well, and they adjust them- 
selves to the individual. 


OTHER SALESMEN HELP 


“Tf they discover that they are not 
making an impression on the par- 
ticular prospect, they at once call 
one of the other salesmen on the floor 
whom they think will best be able to 
handle the sale to this prospect. 

“We call this the ‘T-O,’ or turn- 
over system; and we have found that 
very often when a sale was slipping 
away due to the salesman’s inability 
to meet the situation at hand, another 
salesman could take hold and close 
the deal. The process is not em- 
barrassing to the prospect or to the 
salesman, for all he does is politely 
suggest that perhaps one of the other 
men ‘knows a little more about what 
you have in mind.’”’ 

On this turn-over system, the 
salesman who turns over the cus- 
tomer gets full credit if that cus- 
tomer is sold by the second salesman. 
The system is receiving the full co- 
operation of the salesmen, it is said, 
because over a period of time each 
gets almost an equal share of the 
total commissions from these “traded 
prospects.” 


BUSINESS INCREASED 


Working together in this way, 
salesmen have increased the total 
business of this dealer, and have in 
turn been benefited. “It is only 
sensible to work together,” Mr. 
Dornacher said, “and our record 
bears that out. We don’t even em- 
ploy a card system on prospects. 
Each salesman works entirely on the 
honor system and there has been 
absolutely no prospect-grabbing. The 
cooperation of all produces the best 
results.” 

In training his salesmen to “feel 
the customer out,” this sales man- 
ager puts most stress on learning 
from the customer just what is 
needed, what she is looking for in a 
refrigerator. The men then work 
from that angle by leading the cus- 
tomer to agree that they have exactly 
the unit she described. If she has 
Overlooked some new feature con- 
tained in the box, the salesman 
makes sure to point out that “here is 
Something that you overlooked, but 
which I am sure you will find use- 
ful.” Such “added attractions” have 
been found to be an excellent sales 
Closer in this method. 


‘WATCHFUL WAITING’ 


_ As proof that this “watchful wait- 
ing’ sales approach is no mere 
theory, Mr. Dornacher gave an 
example of a sale that he himself 
made recently. The woman was a 
School teacher, and he at once sized 
her up as a person who knew what 
She wanted. After listening to her 
outline what she had in mind, he 
save her a pencil and paper and she 
made a rough drawing. She had not 
yet asked to see a refrigerator but 
When she had completed her “speci- 
fications,” Mr. Dornacher selected 
the one that met her demands. 
Here is the one you so expertly 
Pictured,” he told her. She took it at 
once, proving, he remarked, that 
there is a certain way to sell every- 
one—if you will take the trouble to 
find out how they want to be sold. 
Salesmen are not allowed to sit in 
the store and wait for someone to 
happen in. The old faithful cold 


canvass is speeded up by instructions 
to go out and get the prospects— 
not suspects—and bring them right 
into the salesroom. 

“We keep the displays attractive, 
and we feel sure that if the man who 
brought the prospect in cannot close 
the deal, our ‘turnover’ method will 
produce a salesman who can strike 
the right note and make the sale,” 
Mr. Dornacher stated. 

“In such a highly personalized 
sales system,” he continued, “we 
must have salesmen who fit. We 
look for personalities that produce, 
not mere ‘good-looking deadwood.’ 
We train them along our tested 
methods, and then keep after them to 
make sure that they are pulling their 
share of the load. 

“It doesn’t take them long to dis- 
cover that by giving the other fellow 
a hand when he needs it, they can 
expect and get a helping hand in 
return. If we can get them to listen 
to reason, we can get them to listen 
to the customer. You can’t beat 
smart teamwork in this business.” 


STERLING, Ill.—Holding a neigh- 
borhood kitchen demonstration to get 
appliance prospects—and then refus- 
ing to close any deals on the spot 
sounds like defeating the purpose, 
now doesn’t it? Yet this practice of 
refusing to use a cooperating house- 
wife’s kitchen as a “sales floor” pays 
sales dividends for the Illinois North- 
ern Utilities Co., appliance dealer. 

After arousing the high interest of 
neighborhood women by the use of 
a demonstration in a new appliance 
user’s home, this dealer carefully 
“cases” each prospect, and has an 
immediate follow-up by making a 
definite date to give a private demon- 
stration of the appliance in the store 
or at the woman’s own home. 


FEW SALES LOST 


The company has found that very 
few sales are lost by refusing to 
high-pressure women at these home 
shows, and that individual selling 
produces greater user satisfaction— 
and provides the scene of the next 
neighborhood show. 

When a refrigerator or range is 
sold, the dealer sends a home service 
demonstrator to the buyer’s home 
that afternoon or evening, to show 
how the appliance should be operated 
for greatest satisfaction and effi- 
ciency. At the same time it is 
arranged to have the neighborhood 
“unveiling” of the new appliance at 
a demonstration party. 


The woman is assured, however, 
that no attempt will be made to sell 
any of her friends at the time of the 
party. 

This assurance removes any objec- 
tions the woman might have to being 
made a convenient sales agent or 
having her home turned into a 
temporary retail store. She is natur- 
ally proud of her new appliance, and 
after the expert demonstration con- 
vinces her that it will actually pro- 
duce, she is more than anxious to let 
her friends in on a “good thing.” 


At the show the features and 


workings of the appliance are care-. 


fully explained to the visiting friends. 
The dealer’s selling job in that home 
stops there. Strangely enough, the 
woman herself takes up the selling 
job, and her enthusiasm turns plenty 
of the guests into hot prospects. 


Then this dealer takes the names 
of the persons present and makes the 
definite date to see them or have 
them call at the store. No other 
sales gesture is made. The “party” 
is not marred by any high-pressure 
sales talk, but the seeds of appliance 
desire have taken healthy root. 


As each of these prospects is 
given individual. attention in the 
follow-up, it has been found that a 
much higher percentage is finally 
sold than if their interest was cooled 
by a “canned” sales talk at the time 
of their initial display of enthusiasm 


for the appliance at the home demon- 
stration. 

“Every prospect must be sold in 
a different way,” says J. R. Nix of 
the utility’s appliance sales depart- 
ment. “Our salesmen are trained to 
recognize the difference in prospects 
and sell them accordingly.” For in- 
stance, he maintains that a dainty 
woman must be sold from the angle 
of features. Another woman must 
be sold from the economy standpoint, 
while still another on mechanical 
parts or construction. These different 
slants that lead to a sale must be 
discovered from talks with the in- 
dividual prospect, he feels. 


BUILD CONFIDENCE 


“Also,” Mr. Nix continued, “we 
want every sale to produce a com- 
pletely satisfied customer and not 
one ‘sucked in’ on a deal and then 
forgotten. That is why we carefully 
explain the appliance and when one 
is sold we make sure the user under- 
stands it thoroughly by sending the 
demonstrator to the home at once. 
We are careful to build the confidence 
of our customers, because we have 
found that a satisfied customer be- 
comes an enthusiastic salesman for 
us.” 

This confidence is best evidenced, 
he pointed out, by the many “return 
engagements” of the home kitchen 
parties that are staged after each 
sale in a particular neighborhood. 

“When every appliance buyer be- 
comes a potential hostess,” finished 
Mr. Nix, “the job of selling her 
friends becomes much easier, for our 
salesmen just take up the sales talk 


é 


where she left off.’ 


Large fin surface 
promotes efficient 
radiation — 


Every Brunner Unit is tested for Underwriters’ Laboratories Approval and Catries the U. L. Seal 


Basically, a condensing unit is a mechanism for the transfer of 


heat. The more efficiently that heat is transfered (or dispelled 


from the refrigerant) the more economical is the refrigeration. 


To this end, the design of Brunner cylinders and cylinder heads 


lends a hand. Cast with extra large fin surfaces, the external 


cylinder area radiates heat sufficiently from the walls to main- 


tain the lowest possible temperature. Similarly is heat dispelled 


from the large fins of the cylinder heads—and here, by pro- 


moting more rapid radiation, gives the added advantage of 


a temperature sufficiently low to prevent the circulating oil 


from oxidizing. In short, while these fin surfaces become hot, 


extreme temperatures of the ordinary fin designs are avoided, 


with a consequent gain in overall refrigerating efficiency... 


Operating advantages such as these are embodied throughout 


the entire Brunner design. Better investigate! Brunner refriger- 


ating and air conditoning equipment today is cutting costs on 


all types of installations up to 15 tons of refrigeration. Catalog 


on request. Brunner Manufacturing Co., Utica, N. Y., U. S.A. 
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Chir Conditioning 


‘Floating’ Compressors Provide Flexible 
Control of Theater Cooling System 


TULSA, Okla.—Indicative of the 
twin advantages of flexibility and 
operating economy made possible 
through the replacement of old-type’ 
cooling systems with modern equip- 
ment is the installation now being 
made in the Orpheum theater here by 
Natkin & Co., Westinghouse air- 
conditioning distributor. 


In the 1,250-seat theater, owned 
and operated by the Ralph Talbot 
Theatres Corp., the company is in- 
stalling two 60-hp. Westinghouse 
compressors, replacing a 125-hp. 
CO2 compressor installed about 12 
years ago. The new system, engi- 
neered by Kribs & Landauer, Dallas, 
Tex., is being made under supervision 
of William Moler of that organiza- 
tion. 


Old COs compressor, motor, and 
condenser have been removed for the 
two new compressors with automatic 
control, and a motor cooler and 
“Freon” condenser. In the former 
system, the CO2 was pumped into a 
large air washer on the theater roof, 
in which were installed direct-expan- 
sion coils. 


Water was pumped over and over 
these coils, and sprayed through the 
washer into the path of the air. In 
the new system, both cooler and con- 
denser are installed adjacent to the 
compressors in the basement, and the 
water, at 45° F., is being pumped to 
the roof and through the present 
spray system in the air washer, with- 
out using the coils located in the 
washer. 

Several changes also are being 
made in the theater’s air distribution 
system, with ceiling plaques being 
added to insure a more even distribu- 
tion of air throughout the enclosure. 


Cooler is being operated by means 
of a Phillips control, which does away 
with need for a “Freon” re-spray 
pump. The two 60-hp. compressors 
are being hooked up so that the first 
unit is thrown out to the system 
manually, while the other, which has 
a 50% capacity reduction, is operated 
automatically at any capacity from a 
two-temperature thermostat in the 
cooler. 


For example, when the plant is 
started up in the morning, the 
manual compressor is in operation, 
giving approximately 50 tons refrig- 
eration. The water in the cooler is 
warm, however, after laying all 
night, so the other compressor starts 
up at 100% capacity, bringing the 
total 
refrigeration. 


As the water in the cooler ap- 
proaches the desired temperature for 
re-circulation, 50% of the second 
compressor is cut out automatically. 
When the desired water temperature 
is reached, the unit is cut out 
entirely. Effect of this arrangement 
is that it provides the equivalent of 
two “floating” compressors, in that 
the second unit either fully or 
partially ‘floats’ back and forth, in 
accordance with the necessity for 
additional tonnage to maintain the 
desired water temperature. 


When the No. 1 compressor is cut 
out, it must be turned on again 
manually when its additional capac- 
ity is required. 


. Equipment used in the new system 
has been placed in the theater base- 
ment around the former equipment, 
leaving the latter operative in case of 
a .warm spell before the new plant 
was completed. 


Detroit Edison Promotion 


Includes Direct Mail 


DETROIT — Spring promotion of 
air conditioning by the Detroit 
Edison Co. includes three direct- 
mailings to commercial customers of 
the company as well as newspaper 
advertising in metropolitan papers, 
according to S. S. Sanford of the 
company’s power sales department. 

First mailing, released April 1 was 
a booklet, “The Story of Air Condi- 
tioning,”’ which has been made avail- 
able by the Air Conditioning Manu- 
facturers Association. 

A second mailing May 1 to 15,000 
customers of the company will be 
devoted to commercial air-condition- 
ing equipment, and the final mailing 
June 1 will promote the use of 
unitary air-conditioning equipment. 


Catalog Describes 
Larkin Coils 


ATLANTA—Complete information 
on Larkin coils for all types of 
refrigeration and air-conditioning ap- 
plications, Humi-Temp forced air con- 
vection units, polished aluminum dis- 
seminator pans, and heavy-duty 
water coolers is contained in the 
latest catalog issued by Larkin Coils, 
Inc. 

Introduction to this catalog is a 
picture-story of the making of Larkin 
coils, showing various factory pro- 
cesses and illustrating different 
stages in the production and shipping 
of the coils. 

Each feature of the coils is ex- 
plained and diagrammed, and detailed 
specifications of each model coil are 
listed in table form. 


1. Temperature 


for complete literature. 


2. Operation 


If you're selling Automatic Heat or Air 
Conditioning, the Record proves your 
case and makes the sale. 


If you're servicing Automatic Heat or Air 
Conditioning, the Record saves your time 
by getting down to “brass tacks” quickly. 


If you're wise you'll quickly see the value 
of a Friez Temperature-Humidity Recorder, 
especially at the low price of $55 to $65. 


Guaranteed by Friez, for 60 years “The Makers of 
America’s Weather Instruments.” 


Phone your local Friez representative or write today 


3. Humidity 


Junsen P Fritz & Sows.—Battimore. Mo 


Bendix 


Division of 


Aviation Corporation 


to approximately 100 tons 


Air Washer Reduces Load on Direct Expansion 
Air-Conditioning System In Arizona Store 


This air washer, located on the roof of a Phoenix, Ariz. store, takes 
advantage of the low relative humidity in this part of the country to 


handle one-fifth of the 100-ton air-conditioning load. 


The balance is 


absorbed by two 40-ton compressors. 
s* * *& 


By Henry Knowlton 


PHOENIX, Ariz.—How the princi- 
ple of the “desert” cooler was used 
to decrease the load on a direct ex- 
pansion air-conditioning system and 
increase the over-all efficiency of a 
100-ton installation is illustrated by 
the Carrier system installed in the 
S. H. Kress store here. 

Installed by J. N. Sprekelmeyer of 
General Air Conditioning Corp., Fort 
Worth, Tex., the system takes ad- 
vantage of both the evaporative and 
mechanical types of cooling. 

This was made possible because of 
the fact that the relative humidity in 
Phoenix is normally from 8 to 15%, 
except during the rainy season in 
September. Most of the year the air 
is so dry that raising the relative 
humidity improves comfort condi- 
tions. 

Out of the 100-ton load on the 
Kress store, 20 tons of “heat gain” 
are absorbed by a large “Economy 
Washer,” built by the General Air 
Conditioning Corp., and located in 
connection with the fresh air intake 
to the building. 

This washer, which is shown in the 
picture on this page, consists of a 
large sheet metal housing containing 
a battery of exposed spray heads, 
pump, motor, and filters. Air drawn 
through the bank of sprays is raised 
to approximately 40% humidity, 
while the temperature is being re- 
duced from 110° F. to 85° F. 

Principle employed in the washer 
is that when 1 lb. of water is evapo- 
rated, approximately 1,100 B.t.u. of 
heat is extracted from the air. This 
latent heat of vaporization is respon- 
sible for reducing temperatures of the 
incoming air approximately 25° F., 
thereby creating approximately 20 
tons of refrigerating capacity. 

Originally cooled by a _ 100-ton 
ammonia machine which cooled brine, 
the job is now handled by two 


CHLORIDE 


VIRGINIA SMELTING CO. 
WEST NORFOLK, VA. 
a” 


Water Coolers — Filters 
Cafeteria—Industrial 


Commercial Remote 
Surge Tanks Pipe Coils 


Filtrine Mfg. Co., Brooklyn, N.Y. 


Carrier 40-ton compressors, having a 
total capacity of 80 tons. Balance of 
the 100-ton load is carried by the 
“economy washer.” The compressors 
are equipped with two Carrier evapo- 
rative condensers for purposes of 
conserving water, and the “Freon” 
lines serve four Carrier coils, each of 
which is equipped with a centrifugal 
distributing header. 

Total air handled on the Kress 
store is 27,000 c.f.m., of which 6,000 
c.f.m. is fresh air coming into the 
building through the washer. Condi- 
tions maintained in the store are 
78° F. with a 38% relative humidity. 

Air distribution is by means of a 
duct system which existed in the 
building at the time the new equip- 
ment was installed. 

Control is by means of a two-step 
thermostat controlling a _ solenoid 
valve on the coils. The system will 
run at 25% of capacity on the first 
“step,” and then goes to 100% of 
capacity when the refrigeration 
machinery is in full operation. Mr. 
Sprekelmeyer reports that this con- 
trol system is excellent to handle the 
climatic conditions encountered here. 

Mr. Sprekelmeyer has had a great 
deal- of experience in evaporative or 
desert cooling, and reports that many 
applications, under the right climatic 
conditions, are giving excellent re- 
sults. 


Capital Equipment 
Succeeds Crago 


HELENA, Mont.—Capital Equip- 
ment Co. has been organized here to 
succeed the Roy Crago Plumbing & 
Heating Co. Officers of the new firm 
are Roy Crago, president; Leon 
Hampton, vice president; and Clif- 
ford C. Lang, secretary-treasurer. 

The company will handle heating 
equipment of all types, including 
Auburn and Kelvinator stokers, and 
air conditioning, ventilation, and 
refrigeration supplies. 


Carl Bimel Elected Head 
Of Cincinnati Group 


CINCINNATI—Carl Bimel of the 
Bimel Co. has been chosen president 
of the Cincinnati Air Conditioning 
Association. 

Other officers include J. Jacobs of 
the B. & J. Jacobs Co., vice president; 
George J. Kuehnie, Jr. of the Cincin- 
nati Gas & Electric Co., secretary; 
and William Cott of the Doehrman- 
Rohrer Co., treasurer. 


Kelvinator Introduces 
3-Ton Package Unit 
For Store Cooling 


DETROIT—Latest addition to Ke]. 
vinator’s lineup of products for the 
commercial air-conditioning field is g 
3-ton store cooling unit, packaged 
with a view to both compactness and 
eye appeal. 

The unit is 42% inches wide, 251, 
inches deep, and 90%inches high, ang 
is designed to fit into locations where 
space might be an important factor, 
Air distribution hood at the top of 
the unit is removable, so that the 
cooler can-be moved easily through 
doors. 

Built along modern lines, the unit 
is finished in neutral gray, appro- 
priate for most interiors. Exteriors 
can be finished in any desired color 
scheme if desired, however. 

Two-way directional grilles are ad- 
justable to prevent drafts. The unit 
is built to accommodate a heating 
coil and humidifier, to convert it 
into a winter conditioner at the pur- 
chaser’s option. 

To insure quiet operation, 1 inch of 
insulation surrounds the entire frame. 
Motor is mounted in rubber, as is 
the entire condensing unit and fan 
assembly. 

High efficiency per cubic foot is 
claimed for the unit, and it is said 
the cooler may be installed within a 


few hours. 
* * * 


Kelvinator Store Unit 


Quick installation and_ high 

efficiency are claimed for Kel- 

vinator’s new 3-ton packaged 
store-cooling unit. 


Cooled Air Supplied To 
Motors At Steel Plant 


SPARROWS POINT, Md.—Motors 
and motor room of Bethlehem Steel 
Co.’s plant here are cooled by 4 
rather unusual ventilation system 
installed by Westinghouse Electric & 
Mfg. Co. 

Instead of the machines expelling 
heated air into the motor room, cool 


air is delivered to the room by the- 


coolers. This air is then drawn into 
the machines, and at the commutator 
ends goes down into the basement 
below. Here water coolers extract 
the heat and return the air to the 
motor room. 


Micklin Lumber Appointed 
Distributor For G-E 


OMAHA, Neb.—Micklin Lumber 
Co. has been appointed distributor in 
this territory of General Electric 
automatic heating, cooling, and 4iI- 
conditioning equipment. The com 
pany now is lining up dealers in 
eastern Nebraska and western Iow®- 


vision, Evansville, Ind. 
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COMMERCIAL REFRIGERATING MACHINES f 


Whether your requirements are large or small, standard or spe- 
cial, Servel engineers can help you solve your most vexing prob- 
lems of commercial refrigeration or air conditi 


ing. Write tod: 
to Servel, Inc., Electric Refrigeration and Air 4 
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Profitable Sales Deas 


lnsisting That Salesmen Tell “United’ Story 


Found Sound Way 


To Increased Sales 


By T. T. Quinn 


UTICA, N. Y.—Insist that your 
salesmen are well trained ... that 
they all tell the same sales story... 
give your customers a “break” when 
they’re up against it .. . tell the truth 
in your advertising . .. and your 
business foundation won’t crumple 
beneath you when tough times come. 


That’s the merchandising creed of 
Leo M. Rayhill, sales manager of 
Kempf Bros., Westinghouse dealer- 
distributor, where refrigerator sales 
were 211% of quota last year and 
this year are besting 1938 marks 
about two-to-one. 


“We insist on well-trained men, 
both on our own retail staff and on 
those of our dealers,” Mr. Rayhill 
says. “We insist that every one of 
our retail salesmen know our entire 
story . . . and that he include the 
major points of this story in every 
one of his sales talks. 

“Strictly speaking, ‘canned’ sales 
talks are ‘out’... but we teach our 
men a certain definite set of facts, 
and make sure that they get these 
points across to all their prospects. 
The sales stimulus gained from this 
united type of story goes a long way 
toward impressing prospects. that 
our men really know what they’re 
talking about. 


‘TELL SAME STORY’ 


“We won't stand for exaggerated 
claims on the part of our men, or 
those of our dealers. All salesmen 
selling Westinghouse in our territory 
learn the same story—and they tell 
that story to their prospects, or they 
are dropped from our organization.” 


Kempf Bros., under Mr. Rayhill’s 
supervision, conducts regular sales 
training schools for dealer salesmen. 
Attendance at one of these schools 
is required of all prospective sales- 
men... and they have to enroll 
before they start actual selling work. 


All “students” at these schools are 
graded individually, and a report 
made to the dealer for whom the 
man is to work as to his qualifica- 
tions for sales work in the appliance 
field. For the company refuses to 
trust its sales work to unqualified 
men. 

Successful selling, Mr. Rayhill be- 
lieves, is not a matter of high- 
pressure or legerdemain—it’s simply 
a question of selling intelligently 
through a thorough knowledge of 
the product, and making the required 
number of calls on propects. 

Kempf Bros. also gets a good 
share of its business through a will- 
ingness to go more than half way in 
dealing with its customers. The 
store’s budget payment plan, for in- 


stance, stipulates that payments 
stop when the customer is sick or 
out of work, or when there is unusual 
financial stress on the family income 
from some other unexpected source. 


In its appliance and other adver- 
tising, store policy insists on a 
procedure similar to that in its sell- 
ing—absolute facts, without any 
exaggerations or misrepresentations. 
Prices always are carried in full— 
not the “$5 down” style used by some 
stores to draw floor traffic. 


“We make our ads tell a story so 
complete that the customer, if he’s 
too busy to come himself, can send 
his son in to buy the equipment,” Mr. 
Rayhill says. “And the customer 
can feel sure that the boy will get 
exactly what was advertised—and at 
the advertised price.” 


The store does a great deal of 
newspaper and direct-mail advertis- 
ing, and uses factory-prepared mate- 
rials without change. “Those fel- 
lows are experts at advertising and 
promotion—and we don’t flatter our- 
selves that we can improve on their 
work,” Mr. Rayhill says. 


Best market for deluxe equipment, 
the company finds, is in the medium- 
to-low income group. Here, the all- 
porcelain units find acceptance, de- 
spite their somewhat higher price, 
because pride of ownership is 
greater among this class than in the 
relatively higher-income group. 


The “Aristocrat” name alone, the 
store finds, is a great help in popu- 
larizing the deluxe models among 
the lower-income groups. Among 
wealthier prospects, it is found, the 
lure of all-porcelain models is not 
strong .. . since these people can 
afford to purchase a new refrigerator 
more often, and so prefer the lower- 
priced units. 


TRADE-INS A PROBLEM 


This year, for the first time, trade- 
ins have become a major problem, 
Mr. Rayhill says. Sales to mid- 
March have involved about 25% 
trade-ins of used mechanical models, 
as compared with a 6% trade-in for 
the whole of last year. 


Handling the trade-in problem 
promises to be a poser, Mr. Rayhill 
says. The company’s present plan is 
to appoint one of its own men as an 
appraiser to inspect and pass on 
every model taken in. 


This man is responsible for every 
trade-in unit. Every month, a check 
on the trade-in business is taken, and 
from this the company can gauge the 
soundness of its used refrigerator 
procedure. 


Servicemen Who Can Offer Rewards For Prospects 
Turn In Many Leads From Service Calls 


NEWTON, Kan.—It’s not a new 
idea, that of using service men as 
“bird dogs” for appliance salesmen, 
but it’s still a good one—and W. J. 
Rich, local appliance dealer, uses it 
with just a slightly different twist. 

Whenever any one of Mr. Rich’s 
four service men makes a call, he 
tfemedies the trouble immediately if 
he can. If it’s something more than 
turning a screw or adjusting a valve, 
he makes a note of whatever mate- 
nal or equipment is needed, and pre- 
pares an estimate of the repair or 
rebuilding charges. 

If the unit to be serviced is in 
Such poor condition that repair or 
reconditioning is impractical and the 
Purchase of a new appliance seems 
to be the proper solution, the cost 
estimate and list of materials pre- 
Pare by the service man is brought 
back to the customer by a salesman, 
Who attempts to show the customer 
ow much more practicable it would 
be to buy a new unit. 

Service men also keep on the look- 
Cut for prospect names, and they 
have the right to offer merchandise 
fewards for the names of prospects 
‘ventually sold by the store’s sales- 
men. These bonuses usually take 
the form of aluminum ware, china or 

luncheon sets, or some similar 
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merchandise having an appeal to 
the housewife. This merchandising 
is charged against the advertising 
budget, and, according to Mr. Rich, 
is the cheapest promotion the store 
ever bought. 


Mr. Rich handles all of his own 
finance paper, turning handling 
charges over into the capital invest- 
ment, to facilitate manipulation of 
stock and showroom models. He 
finds this policy the only practicable 
one, as Newton is primarily a rail- 
road town, and layoffs frequently 
are sudden and drastic. 


When it becomes necessary to re- 
possess any unit, Mr. Rich some- 
times just stores it for a while, 
meantime loaning the user a sub- 
stitute appliance of lower value until 
payments on the original unit are 
renewed. 


* This firm, through its own retail 
store and its distributorship, claims 
to have installed 8,000 Maytag 
washers since 1923, 75% of these 
models being in the upper price 
bracket. Salesmen are taught to 
always try to sell the prospect up 
on the basis of the slight difference 
in monthly payments between the 
less expensive and the higher priced 
models. 


‘Auction Sale’ With Prices Cut $1 a Day Until 
Sold Solves Problem of Selling Trade-Ins 


BERKELEY, Calif—An “auction 
sale” of used electrical appliances, 
with the “starting price” reduced $1 
a day until it is sold, is the method 
successfully used by C. A. Rochester, 
owner-manager of an _ appliance 
dealership here, to dispose of this 
type of merchandise profitably. 


At the same time, the promotion 
pays off in plentiful additions to the 
store’s new-appliance prospect list. 

Once or twice a year, when Mr. 
Rochester has a used appliance he 
thinks will fit into the plan, he puts 
the item on display in his window 
or lobby with a big “auction” sign, 
and the notation that the price will 
be reduced $1 a day until it’s sold. 


“Chances are that the actual sell- 
ing price of the appliance will be so 
close to the cost price that no money 
is made on that sale, but the ac- 
crued value in other sales is where 
the value lies,’ says Mr. Rochester, 
who points out other factors in con- 
nection with this type of promotion: 

1. Make a promotion of this sort 
in an off season, when volume is at 
a low level. Do not “wear out” the 
idea by too frequent use. If done in- 
frequently, the idea, while an ancient 
one, will be new to many people. 

2. Do not make the mistake of 
using a current year appliance. If 
you have on hand a large appliance 
that is perfectly new, but out of 
date by a year, use that. Be fair 


with other dealers in not lowering 

the price on standard merchandise. 
3. Be sure that the appliance is 

first-class in every respect, and under 


no conditions misrepresent it in any 
manner. It is not necessary to state 
that it is “last year’s model’; nor 
yet necessary to conceal the fact. 

The point to emphasize is that it 
is serviceable and worth the money. 
At the psychological time it is 
safe to state that there are “other” 
models available; “more modern 
ones,” “larger” or “smaller” ones, as 
the case indicates. 

The satisfying thing about this 
type of “auction sale,” according to 
Mr. Rochester, is that, in addition 
to moving so-called obsolete mer- 
chandise, the item often sells within 
a few days. Rarely is a promotion 
of this sort started that two or 
three persons do not come in and 
offer certain amounts, if and when 
the daily price tag drops to that 
level. The highest bid becomes a 
“stop-price” offer, for it means that 
on the day the figure reaches the 
bid a positive sale has been closed, 
usually in shorter time than the 
average sale. 


Mr. Rochester always’ secures 
names and addresses of those indicat- 
ing interest in the appliance, or those 
making bids on it. “These people 
are vitally interested in the type of 
appliance featured; they would not 
be spending time if they were not.” 

“For an inexpensive method of 
locating prospects,” declares Mr. 
Rochester, “this plan has no equal. 
It proves conclusively that every 
person known to be interested is 
either a prospect for an outright 
sale, or a trade-in proposition.” 


‘Mysterious’ Postcard 
Produces Sale 


DECATUR, Ga.—When an appli- 
ance salesman can get his prospects 
to call on him to come and sell them, 
it’s pretty safe to assume that he’s 
laid a fairly sound groundwork on 
his contact calls. 


Fellow-salesmen of W. H. Sharpe 
in Georgia Power Co.’s branch store 
here have been wondering for some 
time how he gets his business—but 
they weren’t sure until they way- 
laid the following postal-card, ad- 
dressed to “Mr. Sharpe—Salesman”’: 

“Rex, Ga. 4-3-39. Mr. Sharpe 
come down at once I want a range 
come after 4 o’clock P.M. Resp. 
(signature).” 

Mr. Sharpe’s methods may still be 
somewhat of a mystery to his 
Decatur colleagues, but they’re sure 
of one thing—whatever they are, his 
tactics certainly bring results. 


Ad Stressing Trade-ins 
Doubles Weekly Sales 


CHARLOTTE, N. C.— Stressing 
trade-ins and time payment terms in 
two full-page newspaper advertise- 
ments, Bridges Furniture Co. recently 
doubled its usual weekly sales 
volume on refrigerators. 


The advertisements featured Gen- 
eral Electric’s new special model at 
$159.50, and offered to take used 
units in trade as down payment, with 
30 months in which to pay the 
balance. Most ice boxes were given 
a flat trade-in value of $10. 
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Field Reports 


Kansas City Is a ‘Paradise’ For Dealers— 
But Even Paradise Isn't Perfect, It Seems 


By Phil B. Redeker 


Title of the currently popular song, 
“Heaven Can Wait, This Is Para- 
dise—” might well be applied to the 
conditions that appliance dealers are 
enjoying in Kansas City—at least 
dealers in many other parts of the 
country would agree that Kansas 
City is a paradise—compared with 
their situation. 

Sometime ago another song was 
popular; it bore the title ‘Trouble In 
Paradise.” It appears that there will 
always be trouble, even in Paradise— 
but to get along with the story. 

The things which dealers from 
other localities would open their eyes 
at in Kansas City are the assistance 
which the Kansas City Power & 
Light Co., local utility, gives the 
dealer, particularly with respect to 
financing plans, and the strength of 
the distributor-dealer association, 
known as the Electric & Radio Asso- 
ciation of Kansas City, managed by 
the very able and courageous G. W. 
“Jerry” Weston. 


60 MONTHS TO PAY 


First, let’s take a look at the 
financing plans. Used for several 
years now is a plan offered by First 
Bancredit Corp., which gives the 
refrigerator buyer 60 months to pay, 
and on which paper there is no re- 
course to the dealer after a small 
number of payments. Only members 
of the Electric & Radio Association 
can use the First Bancredit plan. 

The other plan is a coin-meter 
plan, patterned closely after the one 
used: with marked success by the 


and Robert M. 


Price 


year service guarantee, and making 
available the services of a demon- 
strator who will show the housewife 
how to use the range properly. Part 
of this extra charge over the list 
price is passed on to the customer 
and part of it is billed to the dis- 
tributor. 

But it is out of this fund that the 
bonus to salesmen is being paid, as 
a gesture on the part of the utility 
to stimulate range sales. 

“What we are trying to do in the 
association is to keep the good dealer 
in the business and see that he 
makes money,” says “Jerry’’ Weston. 
“JT think this plan of providing a 
bonus for the salesman is one of the 
best steps yet taken to help the 
dealers. Why? Because in order to 
stabilize a dealer’s business his sales- 
men must be stable, and the best 
way to stabilize salesmen is to im- 
prove their income. 


SALESMAN TURNOVER 

“In 1937 we put a lot of money 
on the line in a big program to 
educate the salesman. That program 
probably did a lot of good—still, of 
the 260 salesmen trained in that pro- 
gram, 70% were out of the game 
within a year. 

“Such a turnover of salesmen is 
very hard on the dealer, because new 
men don’t keep business rolling for 
him, and it is costly to train them.” 

Tendency in Kansas City this year 
has been for distributors to weed out 
many “shoestring dealers,” thus giv- 
ing the better dealer a better chance 


public will get smart and let the 
refrigerator go back after 36 months 
or so—and turn around and try 
another refrigerator. They point to 
the limitation on terms which the 
major finance companies have 
adopted. 

Some dealers also carp at the 
bonus for salesmen, declaring it 
makes the men lazy, since they have 
now to sell but one range to get 
approximately the same money they 
formerly got when they sold two 
ranges. 

Most of the dealers seem pretty 
contented with the setup, however. 
And we can hear dealers elsewhere 
saying, “they should be.” But a 
formula’ seems to be there—if they 
are willing to adopt it. 

Sales of refrigerators were well 
ahead in January, kept a good toll 
in February, and were slightly dis- 
appointing in March. But on the 
whole, the first quarter was much 
brighter than 1938. 


Contests & Training 


Boost Jones’ Sales 


Keeping salesmen continually on 
their toes with numerous contests 
and carefully schooling them on 
selling methods has helped to in- 
crease the refrigerator sales in the 
Jones department store 30% this 
year over the same period in 1937. 

Contests are all designed to make 
the job of selling a real game with 
adequate rewards for the men who 
put out the greatest effort and bag 
the greatest number of sales. 

One recent contest, running for 
nine weeks, was run on a “stock 
exchange” basis. Each $50 worth of 
appliances sold was good for one 
“pond.” This bond had a cash par 
value of 25 cents only if the store 
made the quota set at the start of 
the contest. If the quota was not 
reached; the “bonds” were propor- 
tionately reduced in value, or, if the 
salesmen exceeded the quota, the par 
value was increased. 


PAR VALUE VARIES 


In this contest, the poorest sales- 
man pulled down the par value of 


Getting the 


The “polar atmosphere” 


dominates this early 
window display of Meis Department Store, Danville, Ill. 


“Cold Facts” Across 


spring refrigerator 
Helping to tell 


a quick story of the refrigerator’s food-keeping properties are penguins, 
polar bears, and the inevitable Arctic ice. 
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High Saturation & Price-Cutting Make 
Selling In St. Joseph, Mo., No Cinch 


(Concluded from Page 6, Column 5) 
in the opinion of the manager of 
Todd Electric Co., General Electric 
dealer. He further believes that the 
dealer in standard makes of refrig- 
erators has neither the beauty or the 
price in the so-called “price leader” 
to attract the lower bracket buyers 
who make up an important market 
this year. ; 

The box carried by the standard 
prand dealers is “stripped to the 
pone,” he stated, and, because of this 
marked lack of eye-appeal, buyers 
are flocking to the mail-order retail 
houses where they can buy a low- 
price box, complete with all the 
gadgets dear to the heart of this 
class buyer. 

“We other dealers have nothing to 
compete for these ‘low-income beauty 
buyers,’ and the mail-order boys are 
cashing in on what I believe is a 
major merchandising error in styling 
and in price,” he finished. 

The decrease in refrigerator sales 
this year was seen as the direct 
result of not having an item for com- 
petition, and a disturbed condition 
caused by dealers who attempt to 
make trade-in offers and discounts 
compensate for the lower prices 
which the prospect uses as “a club 
to beat the dealer down.” 

The price reduction should come 
from the factory, according to this 
man’s thinking, and, in addition, the 
dealer should be offered a greater 
discount, to give him a chance “to 
make a little money selling refrig- 
erators.” 

The only way that this store has 
been able to continue in business is 
through the income derived from the 
service department. . This depart- 
ment does much of the work in 
servicing washers and vacuum clean- 
ers in the city, and also takes care 
of refrigerator reconditioning. 

“I don’t see how the store dealing 
only in appliances, with refrigerators 
as the main item, can exist under 
the conditions brought on by the cry 
for volume sounded by the manufac- 
turers and distributors. In the 
scramble for the remaining business 
—that remaining after the inroads 
in the sales made by the mail order 
houses—the dealer has been for- 
gotten.” 


Distributor’s Sales Up, 


But Profits Scarce 


But the dealer is not the only neg- 
lected part of the machine set up to 
sell refrigerators. One of the largest 
distributors in the territory, which is 
working a vast area in the states 
of the Middle West, reported that 
sales were good and prospects were 
better. This firm had a very good 
year in refrigerators in 1938, only a 
little off 1937 totals. 

“And, with all the sales, we are 
not making monéy—at least not 
much—on our refrigerator depart- 
ment,” admitted the man heading up 
the dealer sales organization. He 
said that while the dealer wanted— 
and no doubt needed—a_ greater 
spread, the distributor, too, has 
found that expenses involved in the 
distribution of refrigerators have in- 
creased to the point where they are 
very close to the profit. In this case, 
Where traveling expenses are heavy, 
& great deal of the discount spread 
is eaten up in this way. 

Yet this company is moving to 
open up more dealer stores in its 
territory. Although it was readily 
admitted that this move would add 
to expenses, the creation of the new 
dealerships was said to come from 
an insistence of the manufacturers 
to add to the number of dealers and 
to “leave no open territory.” 

The company polices its dealers to 
keep them in line, and finds many 
evidences of price cutting and other 
Methods not strictly ethical. In 
answer, the dealers remind that it 
8 not enough for the distributor of 
one line to “crack down,” when 
other distributors “allow darn near 
anything to go on.” So it becomes 
Pretiy much a defense measure to 
Compete with any and all selling 
Weapons—a defense that is “sure 
death” to dealers, this distributor 
believes. 

Rural sales this year were reported 
88 down from last year, while sales 
in the 
Proved. 
the farmers, especially those in 
Western Kansas, accounted for the 

P in sales in farming areas. 


metropolitan area were im- | 
The distressed condition of | 


In addition to the expense of 
traveling to sell and to give service 
of many kinds to the dealers, the 
cost of holding dealer meetings, sales 
schools, and other special services 
were cited as too great to be borne 
by the margin of profit now offered 
by the manufacturers. An example 
of the type of special service de- 
manded by dealers was a hurry-up 
request for the distributor to send 
men to a department store in the 
city to put up a refrigerator window 
display. The display promised by 
the manufacturer had not arrived, 
and so the burden fell on the dis- 
tributor. ; 

This happens in many cases, it 
was pointed out. Services that 
should be regarded as the manufac- 
turer’s have shifted to the distributor 
to be assumed altogether or with 
small aid from the factory. 

As the distributor’s side of the 
story seemed to be anything but 
bright, what, then, was the incentive 
to selling refrigerators, it was asked. 
Why carry a “no-profit line?” The 
answer was strange in that it car- 
ried a mixture of praise and rebuke. 

“We carry this line of refriger- 
ators, that result in insignificant 
profits, as a matter of pride, I guess,” 
said the firm’s spokesman. “But 
more important to us is the fact that 
being in the appliance business keeps 
the other departments of the firm 
right on their toes. The selling of 
refrigerators has always been—and 
I suppose always will be—a high- 
speed, volume-chasing business. If 
our other departments are paced by 
the appliance department, we will 
get more volume in lines where profit 
can be made.” 


St. Joseph, Mo. 


Price Buyers Reduce 
Dealers’ Profits 


Competition for new refrigerator 
business and replacements has been 
made a three-way open battle here 
between the local utility, dealers 
attempting to adhere to full prices 
and profitable trade-ins, and others 
in the city and surrounding rural 
areas content to make a very small 
profit on a quick turnover during the 
spring selling season. 

This situation has been made more 
acute by a high market saturation, 
the bidding for the lower income 
purchase, and the replacement mar- 
ket, which is beginning to become a 
factor in dealer sales. Prospects, 
quick to become educated to an 
expectation of competitive price lists, 
seek the lowest possible price, the 
highest allowance on old boxes, and, 
as a consequence, dealer profits per 
unit have shrunk. 


Increase In Sales 


Reported By Utility 


Working a crew of 10 outside 
salesmen, in addition to the sales 
force on the floor of its retail store, 
the St. Joseph Power & Light Co., 
Frigidaire dealer, is combining all 
efforts to increase sales in refriger- 
ators and other appliances this year. 
With the sales crews in the city and 
the surrounding territory utilizing 
every user, making a cold canvass 
of non-users, and depending on the 
floor traffic from power customers 
to fill in the gaps, this utility reports 
a comfortable increase in refriger- 
ator sales for the first three months 
of this year, as compared with the 
same period in 1938. 

Sale of electric ranges has been 
curtailed. by the prevailing gas rates 
in the city. 


Preferential Discount 


For ‘Big’ Dealers Sought 
Give the dealer who has a steady 


volume of refrigerator business a > 


preferential discount over the dealer 
who retails only a few boxes during 
rush seasons, ig the urge of Eshel- 
man Music House, Westinghouse 
dealer. But do this with the under- 
standing that prices in either case 
will be maintained, this dealer cau- 
tions. 


After having sold from 300 to 400 | 


refrigerators per year up to 1937, 
the reduced market, combined with 


the unethical practices said to exist, 
have shot sales down considerably in 
the last two years, for this dealer. 
With a reported saturation of some 
65% in the local market, some de- 
crease was naturally expected, but 
the remaining business has been 
made unprofitable by the methods 
practiced by dealers. 

As the sales potential came to be 
rather lean, this dealer and others 
went out after the farm business. 
Here, it is claimed, was where the 
heated battle for sales took on the 
tinge of “dirty dealing.” Distribu- 
tors, it was charged, allowed any 
small dealer, be he hardware or 
gasoline merchant, to stock a few 
boxes in readiness for the refrigera- 
tion season. 


Regarding the boxes, in many 
cases, merely as “a nice sideline for 
a spell,” these operators were content 
to make a $10 bill on a sale, it is said. 
The year-around dealer with higher 
overhead, salesmen to pay, and the 
cost of carrying refrigerators in all 
months, found it impossible to com- 
pete with this dealer and still show 
a profit. é 


The practice has not been re- 
stricted to outlying districts, accord- 
ing to this dealer, but small dealers 
in town have established “a standard 
low.” It was also charged that the 
salesmen working for the utility 
landed sales by offering big allow- 
ances on old boxes, with the explana- 
tion that “we don’t have to make a 
profit.” The desire to build load 
without thought of profit on appli- 
ances was given as the familiar 
reason. 

This dealer says he is shying away 
from any sales that do not offer a 
legitimate profit, and, adhering to 


this rule, expects to sell not over 
50 boxes in 1939. The promiscuous 
dumping of refrigerators by the 
distributors to “any little place that 
will sell a few boxes, price notwith- 
standing” was said to be the deciding 
factor in his not taking a more 
aggressive stand. This dealer can- 
not understand how a distributor 
expects to build a strong dealer 
organization by such methods. Al- 
though it was believed that refrig- 
erators could still be sold in consid- 
erable numbers, in view of constantly 
increasing problems and shortening 
of profits this dealer confided that 
“it isn’t worth the grief.” 


20,000 Television Sales 


Forecast For N. Y. Area 


NEW YORK CITY — Between 
20,000 and 25,000 television sets are 
expected to be sold in the metro- 
politan New York area this year, 
it is revealed by a survey in the 
current issue of Fortune magazine. 
Sets will have an estimated value of 
approximately $9,000,000. 


While manufacturers will not com- 
mit themselves beyond this year, the 
article reports that the radio sales 
division of General Electric Co. has 
made a tentative projection to 1944, 
with the following figures: 


1940—199,000 sets at an average 
price of $250; 1941—414,000 at $211; 
1942—-846,000 at $160; 1943—1,371,- 
000 at $150; 1944—1,903,000 at $140. 
This estimate puts the six-year sales 
of television sets at 4,760,000 units, 
at a retail value of nearly 750 mil- 
lion dollars. 


Westinghouse Moves 
Chicago Offices 


CHICAGO — Metropolitan refrig- 
eration and home appliance division 
of Westinghouse Electric Supply Co., 
now located at 228 N. LaSalle St., 
will be moved to the company’s 
northwestern district headquarters 
office building at 113 N. May St. 
about May 1, reports H. A. Malcom, 
branch manager. 


Extensive alterations are being 
made at the May St. address to ac- 
commodate the additional personnel. 
A new display room is being con- 
structed on the first floor, where a 
complete line of Westinghouse appli- 
ances will be exhibited for both 
showings to dealers and for dealer 
use in demonstrating to prospects. 


New Distributorship In 
Norfolk, Va. Formed 


NORFOLK, Va. — Southeastern 
Supply Corp. has been formed here 
as a _ distributorship for electric 
refrigerators, beverage coolers, ra- 
dios, ranges, heaters, and water 
pumps. 

Thos. D. Boone is president and 
treasurer; Thos. B. Phillips is vice 
president. Both men have been ac- 
tively identified with the appliance 
distributing business in the Virginia- 
Carolina area for many years. 


Main office of the new company is 
in Norfolk, but plans are underway 
for opening ofa branch in Richmond, 
Va. headed by Mr. Phillips. 


Performance Makes Rotary the Leading 
Shaft Seal for Refrigeration Compressors 


To the technically minded engineer, a study of the design 
and constructional features of the Rotary Shaft Seal will 
reveal convincing evidence of its superiority. But the 
greatest evidence of all is that based on performance in 
the field. Here, thousands of refrigeration service engineers 
have adopted the Rotary Shaft Seal because they have 
found through experience that it best meets their needs. 


If you are one of the few service engineers or maintenance 
organizations that have not used the Rotary Shaft Seal, 
we urge that you make a few test installations and check 
the results. We are confident that you—like others—will 
find it pays to seal a shaft the Rotary way. 


You now have the added advantages of improved 
_models and lower prices 


ROTARY SEAL COMPANY 


803 West Madison Street + 


Continental European Office: 
Waldorpstraat 52 
Den Haag, Netherlands 


Chicago, Illinois 


Canadian Office: 
382 Victoria Avenue 
Westmount, Montreal 


Write for Convenient 
New Wall Stock List. 
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| Commercial Re rigeration 


Determine Prospect’s Needs & Know His 
Business, Advises Topnotch Salesman 


KNOXVILLE, Tenn. — Being a 
“jack of all trades” in knowing 
something about the prospect’s busi- 
ness problems, and letting him sell 
himself by proving the profits that 
modern commercial refrigeration 
equipment will bring him—these are 
the methods which made K. O. 
Walker of the commercial depart- 
ment of East Tennessee Electric Co., 
one of the eight best Kelvinator 
salesmen in the country last year. 

“The essential factor in selling 
commercial equipment is to be able 
to determine your prospect’s needs,” 
Mr. Walker says. “That means a 
considerable amount of preparation 
on the part of the salesman, includ- 
ing the study of various manuals, 
engineering booklets, and other in- 
formative literature supplied by the 
manufacturer. In some cases, it 
may mean much calculation, and 
consultation with engineers of the 
firm. 


KNOW BUSINESS 


‘In addition to this, you will need 
to know something about the busi- 
ness of the man to whom you are 
trying to sell refrigeration equip- 
ment. If he deals with meat, you 
should know what he means when he 
talks about ‘marbled meat,’ ‘govern- 
ment-inspected beef,’ etc. You 
should be especially familiar with the 
facts concerning the loss of meat 
through inadequate refrigeration. 

“If the prospect is a rural man and 
you are talking with him about a 
milk-cooling system, you should 
know something about raising dairy 
cattle, the diseases contracted by 
cows, the laws governing the sale 
of milk, how fast milk should be 
cooled, at what temperature milk 
should be kept, bacterial growth in 
milk, and similar subjects, so as to 
be able to talk intelligently about 
the things in which he is naturally 
most interested. 

“Incidentally, each buyer or pros- 


pective buyer will aid you in acquir- 
ing such information, for in the 
course of talking ‘shop’ with him, 
he will tell you a great deal about 
his line of business. Each prospect 
will take pride in displaying such 
knowledge, and in doing so he will 
usually give you the information you 
need in order to suggest the correct 
kind of equipment for his particular 
type of work. 

“Working for a long-established, 
reliable firm gives me prestige; 
knowing that my employer stands 
back of all I sell gives me the con- 
fidence to guarantee satisfaction to 
all of my customers. I can refer any 
prospect to patrons who purchased 
our equipment 10 or more years ago, 
and who are still well satisfied with 
it. Booklets showing pictures of 
installed apparatus at various places 
also give the interested person faith 
in our products. 


‘USERS’ SHEET HELPFUL 


“Having a printed ‘users’ sheet for 
distribution will prove convincing in 
almost every case. Mentioning that 
the prospect should feel free to call 
these users and ask about their 
equipment also helps to make the 
sale. Our great variety of equipment 
is another factor that augments the 
number of sales I can make; if a 
thing is to be refrigerated, I tell my 
prospect that we can do it, and can 
supply exact equipment for the most 
rigid requirements. 

“The budget plan, or meterator 
plan, has increased the number of my 
sales materially. At first our firm 
was a bit hesitant about extending 
the payment period over one, two, or 
three years; but now we feel that 
the more liberal credit terms we can 
offer a reputable firm or individual, 
the more likely it is that an order 
will be received and paid for as 
agreed. 


“Under our budget plan, the price 


of the equipment is divided into 
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small sums payable each day, this 
amount being deposited in a meter 
attached to the equipment. I have 
found that speaking in terms of daily 
expense is quite often much more 
effective than talking about monthly, 
annual, or total cost. 

“For example, not long ago I sold 
‘a meat market man a_ thousand 
dollars worth of equipment on the 
basis of $1.25 a day. The sum of 
$1.25 paid daily sounded much more 
practicable than the total cost of 
$1,000, and even much less than the 
monthly payment of $37.50. I doubt 
if I could have closed that sale by 
talking terms of a thousand dollars. 

“However, frequently when I sell 
on the daily meter plan, the cus- 
tomer, after having used the equip- 
ment for a_ while, becomes so 
thoroughly satisfied that he does not 
care to bother with the daily pay- 
ment system and soon informs us 
that he will mail in a monthly check. 


APPEALS TO ICE USERS 


“The daily expense idea appeals 
particularly to the prospect who has 
been depending upon ice for refrig- 
eration, because he has been accus- 
tomed to buying a certain amount 
of ice per day and has that compara- 
ble daily expenditure in mind; then, 
too, many industrial merchants need- 
ing @ more modern and economical 
type of equipment than their older 
type of mechanical refrigeration 
have their operating costs figured 
on a daily basis. 

“The salesman’s job by no means 
ends with the customer’s signing on 
the dotted line. Every effort must 
be made to keep the goodwill of each 
patron by seeing that his equipment 
operates perfectly. Making friendly 
calls in order to check up on the 
operation of the product will bring 
big returns in increased confidence 
and suggested prospects which the 
satisfied. customer is quite often able 
to give the salesman. 


BEST DEMONSTRATIONS 


“Every piece of equipment you 
have installed anywhere is a demon- 
stration far more prominent than 
any: shown in your display window, 
for, while a great many people do 
not have the opportunity or will not 
stop to look in a shop window, equip- 
ment installed in anyone’s business 
firm or on a dairy farm is seen or 
heard of by everyone in that vicinity. 

“Every satisfied customer, without 
being aware of it, becomes a sales- 
man for your concern,” Mr. Walker 
says. “For example, not long ago 
a customer in a nearby town to 
whom I had previously sold a meat 
case called me over long distance to 
tell me to come over, as a friend of 
his was in the market for a vegeta- 
ble refrigerator. I drove over and 
secured a $627 order within a short 
time. 

“The new customer had never seen 
the equipment we had to offer, but 
he felt that it would be satisfactory 
because the equipment I had sold his 
fellow merchant had given such 
excellent service. 

“Prospects may frequently feel 
that the claims made by the sales- 
man are theoretical, extravagant, 
and partly ‘salestalk,’ but they are 
convinced that whatever an unbiased 
user says about the equipment is 
genuine because the user has given 
it a thorough test. 

“Perhaps the best practical train- 
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2-In-1 Case For Meat & Frozen Food; 


Rear view of the “low temperature” end of a “two-in-one” case designed 
for displaying both frozen foods and fresh meat, a product of Fowler 


Equipment Co., Aurora, III. 


Feature of the case is a dehydrator located 


between. the various thicknesses of glass in the display case window. 


ing I have had for salesmanship 
(besides acquiring the _ technical 
knowledge and general rules for sell- 
ing) was received while serving as 
junior accountant for an efficiency 
expert who was paid $8,000 a year 
to see that his particular plant closed 
each fiscal year with a profit rather 
than a loss. 

“This experience taught me the 
value of checking up on everything, 
including myself—it taught me to 
compare today’s record with yester- 
day’s, this week’s with last week’s, 
this year’s with last year’s, and so 
on, in order to make sure that I did 
not repeat mistakes, but rather 
gained from past experiences.” 


10 RULES FOR SELLING 


As a brief summary of Mr. Walk- 
er’s sales methods, his 10 rules for 
selling are listed here: 

1. File the names of all prospects 
obtained through canvassing, record- 
ing what is needed now and what 
will be needed in the future. 

2. Equip yourself with sufficient 
information to size up your cus- 
tomer’s needs. 

3. Learn to speak the language of 
your prospect. 

4. Sell only for reliable firms which 
carry a variety of equipment. 

5. Keep a list of satisfied users at 
hand to supply prospects. 

6. Operate on a liberal budget plan 
whenever possible, extending credit 
to all reputable firms or individuals. 

7. Apply sound psychology by 
talking in terms of daily expense 
instead of total costs, particularly 
in cases where funds are limited. 

8. Keep an efficient service depart- 
ment so that every customer is so 
well satisfied that he unconsciously 
becomes your salesman. 

9. Remember, “They must be told 
before they are sold.” Don’t attempt 
to begin a sale by handing your 
prospect an order form. Do a good 
selling job and he will probably ask 
for the order blank himself. 

10. Have everyone know your busi- 
ness, by talking a limited amount of 
“shop” regardless of where you are. 


40-Ton System In Milk 
‘Pickup’ Depot Aids 
Southern Dairy 


DALLAS, Tex.—Matthews Engi- 
neering Co., distributor for Vilter and 
Williams Ice-O-Matic industrial and 
commercial refrigeration equipment 
here, has recently installed a 40-ton 
refrigerating system in a “pickup” 
station of the Tennessee Dairy Co., 
the “pickup” station being located in 
one of the rural milk-producing areas 
near this city. 

This “pickup” station makes it 
possible for the Tennessee Dairy Co, 
to comply with all the requirements 
for Grade “A” milk. 

Under the rule or requirements for 
Grade “A” milk, the farmer must 
have his milk at the station by a 
certain hour (which cuts to a very 
short period the time between the 
milking and its delivery to the sta- 
tion). Any milk brought in later 
than the specified time will not be 
accepted. 

At the “pickup” station, the 40-ton 
ammonia system cools the milk from 
85° to 40° F. over a direct-expansion 
aerator. The milk thus cooled is 
transported into Dallas by means of 
thermos lined trucks. 

In each of the two periods of the 
day (morning and night) when the 
cooling operation is carried out, ap- 
proximately 30,000 Ibs. of milk is 
handled. 

This ‘pickup” station method of 
cooling Grade “A” milk is said to 
be unique to Texas. It presents a 
new type of market for refrigera- 
tion equipment. 


Indiana & Michigan Supply 
Named Philco Dealer 


SOUTH BEND, Ind.—Indiana & 
Michigan Supply Co. here has been 
appointed dealer for Philco Conserva- 
dor electric refrigerators. 
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A“ Three- Quarter” DIspLay CASE 
that “Sells on Sight”! 


. . . MAXIMUM DISPLAY—plus full-length storage in Base— 
4¥2' to 10’ lengths . . . STAINLESS STEEL Baffles, Drip Pan and 
entire interior of storage compartment . . . Heavy retinned (Dis 
play) Shelves . . . PORCELAIN lining in Display Section 


FACTORY 
ERIE, PENNSYLVANIA 


Series 5300 
Write for Copy of our New Catalog 


GLOEKLER MANUFACTURING COMPANY? 


431 FOURTH AVENUE, PITTSBURGH, 


and exterior . . . Three 
light PLATE GLASS front 
. . . Composition sliding 
doors—electric lights . - - 
Counter Extensions avail: 
able up to 75” in length. 


Controlled Temperature— 
Correct Humidity 
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I: was spring, 1938, when I called on Carl 
Nevinger of the Nevinger Mfg. Co., Inc., 
Greenville, Ill. Nevinger had purchased the 
business of the Bennett Air Conditioning Co. 
of Indianapolis and moved it to Greenville. 
| dropped in to see what it was all about. 
Greenville is the county seat of Bond County, 
Illinois, with a population of 3,233. It is 
about 50 miles northeast of St. Louis on the 
road from Terre Haute. 


Nevinger is a young man aged 29, happily 
married and has a boy age 4. hen he was 
raduated from Greenville High _School in 
1927, he started in business for himself as a 
dealer in household refrigerators and oil 
burners. He was successful and during the 
period 1928 to 1932, he sold 40 oil burners 
in the town of Greenville where there are 
approximately 740 homes. In those days oil 
burners sold for about $550. 


Later he gave up his dealership in house- 
hold refrigerators and became a dealer of 
commercial refrigeration and air conditioning. 
The volume of business that he developed 


seemed to justify him in becoming a manu- 
facturer of air-conditioning equipment. 


When I called on him in the spring of 
1938, he had at that time sold and was 
installing air-conditioning equipment to Griggs 
5 & 10 Cent Store in Greenville. This was a 
5ton ceiling duct job. The price was $1,800. 


He was installing a 6-ton ceiling unit job, 
price $1,675, in Yoffie’s Ladies Ready to Wear 
store in Hillsboro, Ill. 


Collinsville, Ill. is about 40 miles west of 
Greenville, and has a population of 9,235. 
Nevinger approached the Pete Zinke Tavern 
and came out with an order for a 6-ton job 
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Public Library, Greenville, Iil. 


to be installed at once. The order amounted 
to $1,800. 


Hallam’s Beauty Shop in Greenville, like 
many other beauty” shops everywhere, had 
discovered that the summer slump in business 
was due to the intolerably hot temperature 
when their various pieces of equipment were 
in operation and Nevinger had found it easy 
to influence them to install a 3-ton duct job, 
for which they paid about $850. 


He had installed a 214-ton ceiling job, 
price $850, in Scotty’s Cafe at Carlyle, IIL. 
which is 20 miles south of Greenville and 
has a population of 2,127. 


Nevinger had also sold a commercial in- 
stallation including a display case and a 
walk-in cooler to a local meat market, price 
about $1,800. 


_ Considering the size of the town and the 
time of the year, which was early spring, it 
appeared that Nevinger had been doing a 
good job of selling. 


In talking with him it developed that he 
ad been a regular reader of Arr CONDITIONING 

Rerriceration News for the past several 
years and in his manufacturing business had 
established contact with all of his sources of 
supply through their advertisements in AIR 
Conpitiontnc & REFRIGERATION News. 


i spring, 1939, when I again called 
on Carl Nevinger. Since I saw him last, he 


East side of Square, Greenville, Iil. 


It is natural for sales managers to think in terms of market 
centers. In air conditioning one thinks immediately of Kansas City, 
St. Louis, Washington, Chicago, Cincinnati and other cities of a 
quarter million population and up. Yet, every county seat town 
is a market center in its own way and sales are being made there. 


ulation 3, 


had sold a 3-ton air-conditioning unit to 
Breitenbach’s Cafe in Greenville for about 
$800. That was installed in July last year. 


He had also sold a _ water-cooling job 
consisting of five drinking fountains located 
on three different floors of the factory of 
the Moulton-Bartley Shoe Co. at Highland, III., 
about 20 miles west of Greenville. This job 
consisted of a water-cooled condensing unit 
in the basement and supplies drinking water 
to about 300 people. The price was $900. 


During the summer of 1938, Nevinger had 
sold a 2-ton store-type air-conditioning unit to 

. C. Carson, publisher of the Greenville 
Advocate, for use in his own office at a price 
of $675. This installation was so satisfactory 
to Mr. Carson that in April, 1939, Nevinger 
sold him air-conditioning equipment for the 
print shop of the Greenville Advocate, consist- 
ing of a 3-ton unit at a price of about $800. 
After Mr. Carson had air conditioned his 
office and print shop, he then bought a 
¥4-ton room cooler for his home and plans 
to buy additional units. 


In Taylorville, Ill, 50 miles north of 
Greenville, Mr. D. Frisina became interested 
in air conditioning for his home. Nevinger 
solved the problem by installing four 14-ton, 
water-cooled, floor-type air-conditioning units. 


Nevinger approached the Bass Bakery at 
Greenville and sold them on the idea of 
cooling water by mechanical refrigeration for 
the purpose of mixing dough. Bass Bakery 
discovered that for about $345 they could 
purchase a 350-gallon storage type unit. 
Nevinger got the order. 


Another commercial sale that Nevinger had 
made was to the Hockett Grocery at Greenville 


The Postoffice, Greenville, Il. 


—a Percival display case and a walk-in cooler 
made in St. Louis with two compressors con- 
sisting of 4 hp. for the walk-in cooler and 

hp. for the display case, price in the 
neighborhood of $1,600. 


During the winter of 1938, he installed a 
12-foot display case and a beverage cooler in 
the Quality Market, Greenville. He sold a 
\4-hp. condensing unit and the coils for the 
walk-in cooler and a %%-hp. unit for the 


vegetable case. The Quality Market is now 
100% electrically refrigerated. The job ran 
about $2,000. 


In regard to commercial refrigeration so 
far as Greenville is concerned, Nevinger has 
just about come to the end of the line as 
the entire town is fitted up with commercial 
equipment, all in good condition and no 
immediate market for replacement. Conse- 
quently, Nevinger will start working other 
towns within a certain radius of Greenville. 
In fact, he is doing so now. 


This spring he has sold a 14-hp. water- 
cooled room cooler to the manager of the 


Bond County Court House, Greenville, Ill. 


Avalon Theater at Lawrenceville, Dl, for use 
in his office. 


At Collinsville, Ill., 40 miles west of 
Greenville, he has installed a 3-ton store unit 
in an Italian restaurant. 


Air conditioning has been made popular 
in and around Greenville through Nevinger’s 
efforts and another installation made this 
spring was a 3-ton ceiling unit job with 
evaporative condenser to the Busy Bee Cafe, 
price $850. 


Carl Nevinger owns a two-story building 
with a retail store on the first floor and his 
apartment on the second floor. His apartment 
is fully air conditioned by ceiling units with 
the compressor in the basement and with an 
evaporative condenser. 


In April this year, he sold and installed 
a water-cooling job in the Masonic Hall at 
Greenville, which is a three-story building and 
now has one drinking fountain on each floor 
with an air-cooled condensing unit in the 
basement. 


Funeral homes, of course, offer a good 
market for air conditioning, so Nevinger called 
at the Meyer Funeral Home at Lebanon, III, 
about 30 miles west of Greenville, and in- 
stalled a 3-ton store-type unit. 


Doctor W. R. Ketterer at Greenville re- 
cently bought a 14-ton room cooler for his 
office from Nevinger, price $250. 


To Ralph A. Nevinger, owner of the Nevco 


Scoreboard Co., which manufactures score- 
boards such as are used at basketball and 
football games, etc., Carl Nevinger ‘sold a 
Y%-ton room cooler for Ralph Nevinger’s office 
at the factory and another one for his home. 


Early this spring Nevinger sold a 2-ton 
ceiling unit air-conditioning job with remote 
condensing unit and evaporative condenser to 
the Greenville Store operated by the Illinois 
Milk Products Co. This company deals in ice 
cream, milk, soft drinks, malted milk, and 
other dairy products at retail. They have a 
chain of six stores. Nevinger expects to equip 
the other five stores in the near future. 


Carl Nevinger does all of his own selling. 
He employs one full-time service man and has 
six men working in his plant manufacturing 
and assembling air-conditioning equipment. 
In addition to refrigeration and air condition- 
ing Carl Nevinger is also quite a dealer in 
oil furnaces and stokers for domestic use. 


The three Watts sisters at Greenville had 
been brought up and had lived for some years 


in the old homestead, an 8-room house that 
had always been heated by stoves. No central 
heating system had ever’ been installed. 
Nevinger talked with them about the advan- 
tages of a completely automatic central heating 
system and this lead to the installation of a 
G-E oil furnace at a price of $1,535. 


This installation has worked out so success- 
fully that he now has an order from Miss 
Belle Maddox at Carlyle, Ill, for a similar 
installation. 


M ANUFACTURERS of commercial refrig- 
eration and air-conditioning equipment may 
well give serious consideration to the type and 
kind of business that is being done by progres- 
sive dealers in towns like Greenville. Carl 
Nevinger may be outstanding, but perhaps 
throughout the United States there are quite a 
number of alert dealers like Nevinger who read 
Arr Conpitioninc & Rerriceration News and 
who form a sizable market. 


Air Conpitioninc & Rerriceration News 
carries the sales story of manufacturers into 
many localities that are not regularly made by 
their salesmen. I have in front of me a 
complete list of all of the sources of supply 
from whom Nevinger buys his preducts. With 
only one exception all of them are advertisers 
in Arr Conpitioninc & Rerriceration News. 


During the past year, I have checked with 
some of the sales managers from whom he 
buys and have been informed that previous 
to the time that Nevinger started buying from 
them, their salesmen had not been calling in 


rae é ’ 
- dbo: Sn spe OR 6 
go - rs 4 ts { 
¢ 4 ; 
eee ACO SS ad 
aii as PEE LAO aa Ss: EE aan Ps 


Girls’ Dormitory, Greenville College 


Greenville. After he started placing orders 
from the advertisements in the News, salesmen 
and sales managers have been making it a 
point to contact him rather frequently. His 
business appears to be desirable. 


ZeKE CARRITHERS, 
Advertising Manager 
Ar Conpitioninc & Rerricgeration News 


Air Conditioning & Refrigeration News 
‘“‘The Newspaper of the Industry’’ 
5229 Cass Ave., Detroit, Mich. 
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Television Rounds 
The Corner—But 
Not Very Fast 


UTSIDE of Powel Crosley’s 

new car, perhaps the most- 
frequently-heard luncheon topic of 
the week among appliance mer- 
chandisers was the inauguration 
of regular television broadcasting 
(two hours a week) by Radio 
Corporation of America in New 
York City. This service began 
April 30. 


Last week Crosley made its 
first publicized television broadcast 
from atop the towering Nether- 
lands Plaza in Cincinnati; and 
Philco has been notably active in 
this field also. 


Does this mean that television 
is “here,” that appliance dealers 
can soon begin selling sets? 


The answer in most cases is 
definitely ‘‘No.” 


Regular Broadcasting in 


New York City Only 


A good many sets will doubtless 
be sold in New York City this 
year. The RCA broadcasts can be 
seen there, and practically no- 
where else. So far no one has 
figured out how to send a televi- 
sion broadcast further than 40 or 
50 miles; and “piping” programs 
to distant cities is said to be so 
expensive that it probably won’t 
be undertaken. until some new 
method has arrived. 


If television broadcasts go on 
a regular basis in another city or 
two, possibly receiving sets can be 
sold there, too. (So far, RCA and 
Philco are the only manufacturers 
to put them on the market.) But 
inasmuch as they will sell at prices 
ranging from $150 to $500, one 
can hardly expect them to appeal 
to a volume market. 


Public May Be Disappointed 
With Size of Image 


Even if television broadcasts 
should be receivable regularly 
outside of New York City, it is 
doubtful if television would appeal 
to more than a small portion of 
those able to afford the sets. The 
fact is, people are likely to be 
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requires concentration on the part 
of its audience. You can listen 
to a radio and at the same time 
read, play bridge, knit, eat dinner, 
or dust the living room furniture. 
But you have to watch television, 
and give it almost undivided 
attention. 


These observations should not 
obscure the fact that there should 
be a pretty good market for tele- 
vision receivers in New York City 
this year. They can be sold on 
novelty appeal and pride of posses- 
sion—two urges-to-buy which are 
especially potent with New York- 
ers. 


And, with a portable television 
broadcasting truck outfit running 
around the World’s Fair, there 
will probably be plenty of interest- 
ing “on-the-spot” broadcasts dur- 
ing the summer. 


Why Dishwashers 
Aren’t Pushed 
By Dealers 


TAFF reporters who have been 

interviewing dealers all around 
the country during the last several 
weeks were instructed to find out 
what dealers thought of the 
chances for getting up a little 
volume on the automatic dish- 
washer in the near future. 


They have reported back that 
a fair majority of the dealers 
interviewed believe that the dish- 
washer has a real future if it is 
promoted right, and when and if 
the retail price comes down. 


Dishwashers Need 


Specialized Promotion 


Even at present high prices, 
they say, the dishwasher could be 
sold if it had individual promotion. 


By that, they mean divorcing 
dishwasher advertising from all- 
electric kitchen promotion. So far 
the little promotion which has 
been bestowed on the dishwasher 
has been in the form of its share 
of all-electric kitchen promotion— 
and dealers say that the dish- 
washer has been buried in such 
advertising. 


The dishwasher, they say, needs 
explaining. It really is a marvel- 
ous item. But it is in the pioneer 
stage. Very, very few housewives 
have ever seen one in the home 
of a friend. They don’t under- 


stand it. They need to be told 
about it, and to have their atten- 
tion concentrated on it. 


Should Dishwasher 
Be Sold on Its Own? 


This is an interesting reaction, 
in view of the fact that manufac- 
turers have been reasoning that 
the best way to sell the dishwasher 
is as a unit in a complete kitchen. 
They didn’t just draw this line of 
reasoning out of a hat. It was 
evolved after considerable field 
study. Yet dealers interviewed by 
NEWS reporters say that this plan 
isn’t working today. 


Dealers Say Manufacturers 
Don’t Encourage Them 


A number of dealers indicated 
that they didn’t think that 
“the manufacturers give a damn 
whether we sell any or not.” 
Such dealers pointed out that very 
little dishwasher promotion comes 
to them, and that their field repre- 
sentatives rarely mention the 
product. They also note that dis- 
counts are short for a “pioneer” 
item. 


One dealer made the interesting 
observation that “what the dish- 
washer needs is more manufac- 
turers. As long as just two or 
three are in the business, they 
seem content just to skim the 
cream of the market, selling at a 
high price and low sales cost. A 
couple of competitors in there 


might liven it up so much the 


whole picture would be changed.” 


Most Sales Seem To Be 
Made By Distributors 


Other dealers declared that the 
dishwasher is still a “distributors’ 
item.” Most of the all-electric 
kitchens sold, they say, have been 
moved directly from the distribu- 
tor to the builder of a new home. 
Dealers have been largely shut out 
of this type of business. 


Some distributors have been 
selling dishwashers direct to users, 
as well as builders, also. 


Department stores and furniture 
stores were, in the main, skeptical 
about their prospects for selling 


‘ dishwashers—at least until thou- 


sands more have been installed in 
homes. Strong specialty dealers, 
however, thought they could do 
something with it—if they could 
get a little more help. 


LETTERS 


‘No Ill Will Can 
Come From That’ 


Household Appliances, Ltd. 
London, England 
Editor: 

In the April 12 issue of the News 
you have a lot of letters about those 
political articles of yours on Feb. 22. 
The funny thing is that I thought 
those articles were rather marvelous 
in giving a straight forward business 
man’s point of view, and I have 
circulated that number around our 
Rotary club. 

You don’t expect me to agree with 
that point of view and certainly not 
with all the detail points. I think 
very many of them are wrong... but 
I can’t see for the life of me that 
they are likely to cause any ill will. 

America has always acted and will 
act in what she considers to be her 
own interests. The more clearly that 
is stated the better. No ill will can 
come from that. 


B. MITTELL, 


The ‘Lowdown’ on WPA 
Correspondence Courses 


Works Progress Administration 
For Oklahoma 
520 W. Main 
Oklahoma City, Okla. 


Publisher: 


I am in the employ of Correspond- | 


ence Studies Project of the Adult 
Education Division of Works Prog- 


ress Administration and am writing | 


under the direction of Dr. 
Jadwin, our supervisor. I am plan- 


ning to write a correspondence course | 


each in refrigeration and air condi- 


tioning as soon as I can find suitable 


texts. 


I should like to have your sugges-- | 


tions as to texts you may have. Any 
material you may have for distribu- 
tion in the way of charts, bulletins, 
etc., will be appreciated. ‘Texts sent 
for examination will be carefully con- 
sidered and returned, if requested. 


CLAUD BARBER, 
Instructor 


Business News Publishing Co. 
5229 Cass Ave., Detroit, Mich. 
Dr. J. S. Noffsinger, Director 
National Home Study Council 
839 17th St., N. W. 
Washington, D. C. 


Please note the attached copy of a 
letter received from Works Progress 
Administration of Oklahoma. 

I will be interested in your opinion 
regarding activities of this kind. 


F. M. Cockre.i 


Mr. Cockrell: 


No one should know better than 
yourself that a course of instruction 
worthy of any consideration whatso- 
ever cannot be written by one man— 
who probably knows nothing about 
the subject, and little more about the 
technique of correspondence study. I 
have seen a number of courses pre- 
pared by the W.P.A. in other fields 


and have yet to see one which could | 


.. | lists for a year’s subscription 


pass the inspection of our Educationaj 
Committee. 
J. S. Norrsincer 


Soda Fountain Article 
Alone Worth the $4 


Browning Electric Shop 
Neligh, Neb. 
Sirs: 

I am enclosing check for another 
years subscription to the News, 
Couldn’t get along without it. Only 
last week I went back to check up on 
some of the dope you gave in one of 
the issues on fountains. That alon 
was worth the $4. . 


A. V. Brownine 


McGovern’s Articles 
Appreciated In Ireland 


8 Doon Ave., N. C. Rd. 
Dublin, Ireland 
Publisher: 

I am enclosing £1-10-0 (one Pound, 
10 Shillings) about $6.20 for my sub- 
scription this year. I must congratu- 
late your editor on his brilliant 
articles which appear from time to 
time, also E. W. McGovern of “Du 
Pont” on his recent articles re. 
Dryers. I must write him personally. 


JOSEPH CROOKES 


Palestine Buyer 
Wants Samples 
H. Kapp, Eng. 


P. O. B. 4068 
Tel-Aviv, Palestine 


| Editor: 
| Kindly note that I urgently require 
capillary tubes of different diameters 
such as used in Crosley refrigerators 
| instead of expansion valves in therme 
| static refrigeration controls and ther 
| mo ‘expansion valves. As the matter 
| is urgent, I shall be very much obliged 
| to you if you will kindly come into 

touch with several American manlt 
facturers and request them to submit 
me tender with samples by return. 

Please let me know your expenses 
whereupon I shall remit them to yo 
at once. 

Thanking you in advance for you 


courtesy. - 
H. Karr 


Sealed Units 


Interstate Service Co. : 
Refrigerator and Electrical Servic 
of All Kinds 
1403% N. Murtland St. 

E. Pittsburgh, Pa. 


| Sirs: 
| We wish to enter our name on 1" 
| REFRIGERATION News, the weekly ne¥* 
paper of the industry. i 
Also we are interested in learnit 
of any refrigeration service books - 
other publications, especially ~ 
treating the subject of the sealeen 
units, you may have published 5!” 
| 1936. 
We have your Refrigeration Lie 
Volumes. They have proved V® 
beneficial to us. 


J. P. ScHAsre, | 
Preside! 
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Distributor - Dealer Doings 


= 
Lyle-Crenshaw Leases 
Commercial Location 


MEMPHIS, Tenn.—Lyle-Crenshaw, 
Inc., newly organized electrical appli- 
ance firm, has leased a commercial 
jocation at 181 Madison. Heading the 
frm are Russel Lyle, president, and 
p, F. Crenshaw, Jr., secretary-trea- 


urer. 
The electrical appliance firm has 
peen recently appointed as metro- 
politan dealer for Norge in Memphis, 
Shelby County, and West Memphis. 


DeWolf & Demuth Open 
New Shop in Columbus 


COLUMBUS, Ohio—B & D Electric 
Shop, handling a complete line of 
electrical appliances, has been opened 
here by Ray M. DeWolf and J. E. 
Demuth. The store, at 1276 Wilson 
Ave., will also feature electric con- 
tracting service. 


Walther Names Flynn Head 
Of Philco Appliances 


NEW ORLEANS—Walther Broth- 
ers, Inc., handling Philco Conservador 
and York “Cool-Wave” conditioners 
in Louisiana, Mississippi, and south- 
en Alabama, have appointed Frank 
Flynn in charge of sales of these 
appliances. 


Yerger Brothers To Distribute 
Stewart-Warner Line 


GREENVILLE, Miss. — Yerger 
Brothers have been appointed dis- 
tributor for Stewart-Warner refrig- 
eators and ranges in Washington 
county. The firm has opened new 
display rooms at 315 Main St. 


Carl Borsse Opens Store 
In Sheboygan, Wis. 


SHEBOYGAN, Wis. — Central 
Radio & Supply Co. has been opened 
here by Carl Borsse, who will spe- 
cialize in repairing all electrical 
appliances. 


Hary Enterprise Adds G-E 
Heating Line 

NEW ORLEANS—Hary Enter- 

prise Electrical Co., Inc., has been 

appointed dealer here for General 


Electric air conditioners, oil furnaces, 
and air circulators. 


Ben Duffie Opene Third 


Store In Houston 


HOUSTON, Tex.—Ben Duffie, 
Frigidaire dealer here for over twelve 
years, has opened his third store at 
6640 Harrisburg Blvd. 


Standard Furniture Named 
Philco Distributor 


GREAT FALLS, Wyo.—The Stand- 
ard Furniture Co. has been appointed 
distributor of Philco refrigeration 
and air-conditioning equipment for 
Wyoming. 


Brock Electric Moves 


TOPEKA, Kan.—Brock Electric 
es distributor of Norge refrigera- 
ts here, has moved into newer and 
‘rger quarters at 507 Kansas Ave. 


70 Dealers Appointed 
By Kelvinator 


DETROIT—wNames of 70 new 
dealers recently appointed by Kel- 
vinator distributors have been an- 
nounced by Ralph C. Cameron, house- 
hold appliance sales manager. 


The new dealers are: 


Hearon Appliance Agency, Stark- 
ville, Miss.; Racine Dry Goods 
Co., Racine, Wis.; Harry Vorpagel, 
Springfield, Wis.; Drobts Produce 
Co., Lorimor, Iowa; Isaac Lippert, 
Bath, Ill.; Alice Hardware Co., Alice, 
Tex.; Wayne L. Allen, Junction, Tex.; 
George B. Peck, Inc., Kansas City, 
Mo.; H. E. Harsh, Bareville, Pa.; S. 
M. Shirk, Churchtown, Pa. 


Ralph S. Snavely, Manheim, Pa.; 
Mountville Grocery Co., Mountville, 
Pa.; G. B. Woodward, Plainfield, 
Ohio; Brinkerhoff Home Furnishings 
Co., West ° Lafayette, Ohio; Ed. 
Schroeder, Preston, Iowa; Valley 
Electric Co., La Junta, Colo.; Husted 
Motor Co., Lamar, Colo.; C. J. Olson 
Hardware Co., Ellsworth, Iowa; A. 
O. Peters, Columbus, Tex.; Houser’s 
Radio Service, Conroe, Tex. 

Post Office Pharmacy, Hearne, 
Tex.; Farr-Webb Co., Houston, Tex.; 
Etheridge Furniture Co., Houston, 
Tex.; R. E. Lindsey, Lott, Tex.; Cure 
& Son, Martinsville, Ind.; Peterson & 
Fults, South Haven, Mich.; Norman 
Turner Co., McDonough, Ga.; C. C. 
Lee, Leeds, Ala.; Union Service 
Station, Union Springs, Ala.; C. W. 
Averill Co., Inc., Barre, Vt. 

Henry Fahey, Framingham, Mass.; 
John Enus, Methuen, Mass.; Leonard 
Pickens, Pt. Pleasant, W. Va.; 
Leslie’s Store, Abilene, Kan.; Bahr 
Hardware Co., Gridley Kan.; Siek 
Electric Co., Herington, Kan.; The 
Kansas Power & Light Co., Tescott, 
Kan.; The Kansas Power & Light Co., 
Marquette, Kan.; Robe Hardware & 
Auto Supply, Ottawa, Kan.; Harry 
E. Kratzert, Neffsville, Pa. 

Bobbie’s Photo & Radio Co., 
Brooklyn, N. Y.; Glen Cove Floor 
Covering Co., Glen Cove, N. Y.; P. 
Dickman & Son, Haverstraw, N. Y.; 
Norwalk Hardware Co., Norwalk, 
Conn.; Eastern Utility Co., Stamford, 
Conn.; Nick Samanza, Husher, Wis.; 
Lindsay Lion Auto Store, Lind- 
say, Okla.; Clark’s Hardware Co., 
Nowata, Okla.; H. P. Price Gen- 
eral Merchandise, Washington, Okla.; 
State Appliance Co., Alameda, Calif. 

Mill Valley Hardware & Fuel Co., 
Mill Valley, Calif.; The Mart Store, 
Faulkton, S. D.; Cicero Smith Lum- 
ber Co., Allison, Tex.; The 64 Tire 
Co., Fort Valley, Ga.; Irving Roll, 
Baltimore; Seitz & Burns, Oxen Hill, 
Md.; Brown Furniture Co., Great 
Falls, Mont.; Linden Motor Co., 
Linden, Ala.; J. C. Calder Co., Rich- 
ford, Vt.; P. F. Clark, Western 
Springs, Il. : 

Tri-City Radio Shop, Geneva, IIL; 
Hulting Appliance Co., DeWitt, Iowa; 
John A. Hershberger, Kalona, Iowa,; 
R. C. Bihlmeier, Port Byron, II1.; 
Western Auto Associate Store, 
Marfa, Tex.; W. J. Lewis, Four 
Oaks, N. C.; W. R. Deans, Nashville, 


N. C.; Graham L. Cavanaugh, Rich- | 
lands, N. C.; Murray & Jerome, Inc., | 


Rose Hill, N. C.; Ben H. Wagner, 
Buchtel, Ohio. 


Bob Granfield Hangs Up 
Record of 950 Sales 


CHICOPEE, Mass.—Bob Granfield 
of the Chicopee Electric Light Dept. 
has hung up something of a record 
by personally selling more than 950 
General Electric refrigerators. He is 
particularly proud of his replacement 
record, which is about .0021%. The 


company is in Orkil Electric Co. | 


territory. 


Sales of $8,400 Made 
At South Bend Show 


SOUTH BEND, Ind.—Value of 
appliance sales actually closed on the 
floor of South Bend’s first electrical 
exposition, which ended _ recently, 
has been estimated at $8,400, and 
the value of follow-up sales since the 
exhibition’s close have greatly ex- 
ceeded this amount, it is reported. 

Floor sales of 35 refrigerators, 18 
ranges, three water heaters, 12 
washers, 23 cleaners, 13 radios, three 
ironers, two roasters, one pump, and 
14 miscellaneous items were reported 
by O. P. B. Johnson, member of the 
show committee of the South Bend 
Electric League. 

Mr. Johnson attributed the large 
sales volume to the fact that there 
were no “give-aways,” no prize con- 
tests, and no entertainment features 
to detract from sales efforts. Spread- 
ing the exposition over a six-day 
period, he said, resulted in smaller 
crowds and consequently gave sales- 
men a greater opportunity to give 
individual attention to prospects. 


Bragg Heads Merriam 
Toppers Club 


SCHENECTADY, N. Y.—E. H. 
Bragg, Bragg Brothers, Plattsburg, 
N. Y., was elected president of the 
Merriam Toppers Club for 1939 at 
the group’s recent meeting here. 
A. Wayne Merriam, Inc., General 
Electric distributor, sponsors the club 
of G-E dealers. 

Other officers elected for the year 
are: N. H. DeVoe, DeVoe Electric 
Co., Troy, vice president; H. J. 
Foster, Merriam Retail, Schenectady, 
secretary-treasurer; and Miss Marie 
Mott, Carl Liss Co., Schenectady, 
W. A. Eacker, H. W. Jansen Co., 
Johnstown, and Mr. DeVoe, directors. 

A. Wayne Merriam was renamed 
honorary president, and P. C. Tyler 
of the Merriam company remains 
assistant secretary-treasurer. 


New Outlet Is Organized 
To Handle Philco Line 


MISHAWAKA, Ind.—Aaron H. 
Huguenard, Robert R. Slaughter, and 
Julia Mason have organized Philco 
Apliance Co., Inc. here, to distribute 
Philco refrigerators. 


Collier Sales Co. Leases 
Storeroom For Appliances 


COLUMBUS, Ohio—Collier Sales 
Co. has leased a storeroom here at 
109 E. Gay St. for the handling of a 
complete line of electrical appliances, 
refrigerators, and gas ranges. 


Lee Hardware Acquires 


G-E Franchise 


SANFORD, N. C.—Lee Hardware 
Co. here recently acquired the Gen- 
eral Electric appliance franchise. 


Pawtucket Dealers and 


Utility Climax Drive on 


Refrigerator Sales With Second Annual Show 


PAWTUCKET, R. I.—Climaxing a 


‘month-long promotion drive to boom 


electric refrigerator sales in _ this 
area, the Pawtucket-Central Falls 
Electric Club, in cooperation with the 
Blackstone Valley Gas & Electric Co., 
sponsored its second annual Spring 
Refrigeration Show from April 15 to 
22 in the utility’s showroom here. 

Nine distributors and 24 dealers 
participated in the show, with the 
following makes of _ refrigerators 
being represented: General Electric, 
Kelvinator, Norge, Leonard, Westing- 
house, Hotpoint, Crosley, Stewart- 
Warner, and Frigidaire. 

Cashing in on the attention and 
interest created during the first three 
weeks of the campaign, the show 
did not lack in advertising of its 
own. Large generalized advertise- 
ments were carried in the Pawtucket 
Times preceding and during the 
show. These advertisements have 
stressed the benefits of electric 
refrigeration and calling particular 
attention to the spring showing. In 
addition, cooperating dealers and dis- 
tributors tied-in their individual 
advertisements with those promoting 
the show. 


‘THRIFTY ESKIMO’ THEME 


All advertising and promotional 
material was built around and 
tied together by a figure of a kilted 
and tartaned “Thrifty Eskimo,” 
symbolizing low cost electric refrig- 
eration. Cuts of this figure were 
made available to dealers and dis- 
tributors for use in their newspaper 
advertising, and in show windows, on 
sales floors, and on broadsides as 
well. 

Some 30,000 tabloid-style folders 
were distributed by the utility to its 
customers to announce the exhibition. 
This broadside featured the outstand- 
ing selling points of each make of 
refrigerator to be exhibited, together 
with the names and addresses of 
authorized dealers in the territory. 
It also included promotional material 
on electric refrigeration in general 
and the show in particular, urging 
attendance and advising the public 
that tickets for door prizes could be 
obtained from any of the dealers. 

These door prizes, awarded at 
drawings held each day of the show, 
not only stimulated interest in the 
exhibition but also gave cooperating 
dealers a splendid opportunity to 
build up their prospect lists. The 
prizes, valued at about $5 each, were 
contributed by participating mer- 


chants, one by each dealer, two by 
each distributor. 

Any person purchasing an electric 
refrigerator from one of the cooper- 
ating dealers during the campaign 
month qualified for a chance at one 
of the five major prizes awarded on 
the show’s closing night. Tickets for 
the “grand prize” drawing were 
filled out at the time of purchase. 
The winner of the drawing was 
given a 100% refund on the refrig- 
erator purchased. Other prizes, in 
order of their value, were: $100 credit 
toward refrigerator, $69.50 console 
radio, $44.95 SweeperVac and Hand- 
Vac set, and a $23.95 Toastmaster 
“hospitality set.” 


ALL MODELS DISPLAYED 


During the show week, one mode! 
of each of the nine refrigerators 
represented was on display in the 
show windows of the utility. Posi- 
tions for floor display during the 
show were determined by lot. Dis- 
play materials were furnished at the 
expense of distributors, and displays 
were manned by either the distribu- 
tors or their dealers. 

Cost of the entire show, including 
the advertising and promotion behind 
it, has been estimated at $1,200. 
Each of the nine participating dis- 
tributors contributed $25 toward this 
expense, while cooperating dealers 
are being assessed $1.25 for each unit 
sold during the drive. Remainder of 
the financial burden is being borne 
by the power company. 


Anaconda Copper 


Refrigeration Tubes 


THE AMERICAN BRASS CO. 
FRENCH SMALL TUBE BRANCH © 
General Offices. Waterbury, Conn 
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Generous wrench flats provided at three locations 
ff —the body, auxiliary body and bonnet. 
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SUPERIOR VALVE & FITTINGS COMPANY 
500 THIRTY-SEVENTH STREET 7 
Export Department: 100 Varick Street +« New York, N. Y. 


YES SIR IT'S AS 


...to remove ALL internal parts from a SUPERIOR 
valve—for inspection, replacement or repair. 


wrenches fit perfectly—no need for special tools. 


Ask your jobber to show you a SUPERIOR valve— 
you'll like it! 


Sold by leading jobbers everywhere 


SIMPLE AS THAT 


Standard 


Write for Bulletin R2 


¢ PITTSBURGH, PA. 
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For Sub-Zero Rooms MARLO Low. Temperature Unit Coolers 


quick defrosting 


coils was originated by t 


a number of years. 
B merely 
pe ect 
to 20 minutes. 
You don’t even have 


is required. There is 


The use of Electrical Heaters for 
of refrigeration 
s com. 


closing a switch, 
defrosting is completed in 


to remove 
contents of room—and no engineer 
never the 
heavy accumulation of frost that 


occurs with other types of coil 
installations, thus assuring maxi- 
mum efficiency at all times. 


automatic 


of and has been a feature of 
Mar o Low Temperature Units for 


Marlo Units with 
defrosting are available. 


Marlo Low Sumpenpiune Units 
harden ice cream % the time 
required by other coil installations. 
Temperatures as low as 20 degrees 
below zero may be had if desired. 


Send for Special Bulletin No. 392. 


Marlo Coil Co., 6135 Manchester Ave:, St. Louis 


Manufacturers of Complete Line of Low Side Equipment. 
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ROC. v.86 Pat OFF 


REG. y. 5. PAT. OFF 


The Preferred METHYL CHLORIDE for Service Work 


E. 1. pu PONT DE Nemours & COMPANY, INC. + The R. & H 
District Offices: Baltimore, Boston, Charlotte, Chicago, Cleveland, Kansas City, Newark, New York, Philadelp 


4 Here's why SERVICE MEN (ike 
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High Purity and Dryness _ 


Dependable Service 


Wilmington, Delaware 
hia, Pittsburgh, San Francisco 


Coast-to-Coast Distribution 


H. Chemicals Department - 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 3, 1939 


Analysis of Present Trends of Market 
Reveals Continued Expansion In Future, 
Newcum Tells Parts Manufacturers 


Address Given By K. M. Newcum, Vice President, Superior Valve & 
Fittings Co., Pittsburgh, at the Meeting of Refrigeration Equipment 
Manufacturers Association, French Lick, Ind., April 21, 1939 


Needless to say, the refrigeration parts and supplies manufacturers 
have grown beyond the neophyte stage in this industry. We now 
represent a very important group of specialized developers, designers, 


and manufacturers. 


Specialists, spending their money and burning 


the midnight oil, figuring out ways and means of making our particular 
line of products do a better job at a lower price, and developing 
new products to keep pace with the industry. 


The mortality rate of this group has been very, very low, the 
growth of individual companies notable, the market ever increasing. 


We are now concerned with our future market possibilities. 


Will we continue to show progress and profits? 


Will our market be 


as lucrative in, say, three or four years, as it is today? Certainly if 
the markets for our products change materially in the next three or 
four years, we will have to follow the crowd or will fall by the wayside. 


Let us survey our present market, | 


and speculate on the possible changes 
by looking at the trends. Our prin- 
cipal customer groups are: 

1. Original equipment manufac- 
turers: 

(a) Manufacturers of complete 
household, commercial, and air-con- 
ditioning systems. (In this group 
are N.E.M.A. members, principally, 
who sell through distributor and 
dealer organizations.) 

(b) Manufacturers of condensing 
units: 

(In this group may be included the 
lines of Brunner, Par, Tecumseh, 
Deissler, Curtis, Universal Cooler, 
etc., who sell to assemblers, cabinet 
manufacturers, and to contractors or 
distributors, both direct and through 
jobbers. ) 

(c) Manufacturers of commercial 
refrigerators, including low tempera- 
ture cabinets, ice cream cabinets, 
soda fountains, milk coolers, bever- 
age coolers, and the like. 

2. Jobbers. 

3. Distributors, dealers, contrac- 
tors, and service organizations. 


WHAT'S HAPPENING 


Let’s see what’s happening in the 
household refrigerator industry that 
will influence our group. Hermetic- 
ally sealed condensing units are the 
vogue. In hermetic jobs, belts, motor 
brushes, seals, conventional shut-off 
valves and fittings, motor pulleys, 
and, among other things, standard 
motors, are eliminated. This trend 
is now affecting the sale of original 
equipment, and will eventually affect 
the sale of replacement parts such 
as are used on conventional condens- 
ing units. 

Capillary tubes and similar liquid 
controlling devices are being more 
widely used. This takes its toll on 
the sales of automatic and small non- 
adjustable thermostatic expansion 
valves now, and will have a like 
influence on the future market for 
replacements. 

Air-cooled copper condensers of the 
conventional forced-draft type appear 
to be giving way to the still-air type, 
many of which are being made of 
steel because of its lower cost. 


I see no particular change in the 
status of household thermostats as 
regards original equipment and re- 
placement. 


MA'S As ERCRAFT 


The most efficient and economical equipment made 
for handling refrigerators safely and without 
scratching or marring. Pad is separate from 
harness and both adjustable to all styles and 
sizes of cabinets. 
Efficient, sturdy, 
easily and 
quickly applied. 
Adjustable Pad, 

$8.30 each 
Adjustable 
Harness, 

$6.00 each 
Name of refrig- 
erator attrac- 
tively lettered 
on pad at 50¢ 
extra. 
f.o.b. Chicago. 


Write for fold- 
er and prices on 
pads for refrig- 
erators, washers, 
ironers, ranges, 
radios, etc. 


Pat. Appl'd for 
BEARSE MANUFACTURING CO. 
3815-3826 Cortland 


FA 
Street, Chicago, Dlinois 
Incorporated 1921 
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mtn ES By Sie 


a 


>> 


Improvement in receiver and evap- 
orator design in the past several 
years has materially reduced the 
poundage of refrigerant per refrig- 
erator. Also the replacement in 
hermetic jobs, per job, should be less, 
as the leakage factor is less. The 
poundage per new refrigerator has, 
I believe, reached its lowest level. 

Many new, and, to the serviceman, 
special refrigerants, have appeared 
on the market in the past few years. 
This, coupled with other design 
changes, has made it a little difficult 
for independent servicemen, who were 
brought up on SOs and methyl 
chloride, to render service to her- 
metics. 

The replacement market on high 
side floats should be good for several 
years, for many household refrigera- 
tors produced in the past few years 


used this type of liquid control. 


Long warranties on parts is 
another point for consideration. 


COMMERCIAL FIELD 


The several manufacturers of what 
we might call “complete commercial 
systems” are, I think, familiar to all 
of us. They, as a group, purchase 
products made by most all the mem- 
ber companies—motors, pulleys and 
fans, belts, condensers, water valves, 
low pressure controls and thermo- 
stats, copper tubing, valves and 
fittings, expansion valves, evapora- 
tors, and numerous other parts and 
supplies for inclusion in their manu- 
factured products. 

They also purchase many of these 
same parts for sale to their distribut- 
ing organizations for replacement 
and for use in making installations. 

What, we ask, are the chances of 
these manufacturers making all these 
parts in their own plants, and cut- 
ing us out of this big market in the 
future? 

The very idea of such a radical 
change, viewing it broadly, seems 
very far fetched. True, one of the 
largest and oldest manufacturers in 
this group, does make most of its 
own parts and supplies, such as coils, 
expansion valves, controls, water 
valves, hand valves—in fact, most 
everything used in production of its 
units and for installation and re- 
placement, except perhaps for basic 
materials and a few other items. It 
had to provide these parts itself, for 
back when it started there were few, 
if any, outside sources of this 
material. 

But it does not always follow that 
distributing organizations use only 
materials purchased from the parent 
company for installation and service 
work, because often they find that a 
product made by one of us will do a 
better job, or as good a job, and at a 
lower cost. 


Then consider the replacement 
market when these machines are out 
of the guarantee period, and are 
serviced by the ever-increasing in- 
dependent group. 

I think we can count on a mild 
increase in sale of our products to 
this group. As quantities increase, 
unit value will of necessity come 
down. 

Another manufacturer in _ this 
group is now pursuing the policy of 
purchasing from some of our member 
companies many of the supplies used 
by its distributing organization, and 
extending prices which are more 
favorable, in many cases, than our 
established resale prices. How long 
this will continue depends largely 


upon how long we continue to make - 


lower prices available, without re- 
quiring strict adherence to estab- 
lished resale schedules. 

Most of the manufacturers in this 
group, with a few possible exceptions, 
take the attitude that they have their 
hands so full producing the basic 
equipment, condensing units _prin- 
cipally, at a sufficiently low cost to 
meet competition that they can’t 
afford to also be in the manufacture 
and distribution of accessories and 
supplies. 


PRIME INTEREST 


They may carry some approved 
items for their dealers, but their 
prime interest is selling commercial 
systems—the manufacture of acces- 
sories being something they are will- 
ing to leave with us. 

There is the tendency for designers 
to build into the main unit many 
appendages or accessories which pre- 
viously were otherwise attached. 
This is a modern trend. Witness the 
automobile engine. Some of our 
products will obviously be absorbed 
in this inevitable consolidation. 

Manufacturers of condensing units 
who are primarily interested in the 
sale of “condensing units” are, ac- 
cording to available data, doing a 
bigger job each year. This market 
should increase with the increase in 
their business, for I don’t think this 
group has any immediate plans of 
making their own motors, belts, re- 
frigerants, water valves, controls, 
valves and fittings, and other items 
used in their finished product. 

So long as we produce good prod- 
ucts to go into their machines and 
for their installation and mainte- 
nance, and sell them at reasonable 
prices, I feel certain we will continue 
to have their cooperation. 


‘A REAL MARKET’ 


Manufacturers of commercial re- 
frigerators—and in this group are 
included ice cream cabinets, soda 
fountains, milk coolers, beverage 
coolers, and the like. Here is a real 
market for many of our products. 
Most of the manufacturers of this 
class of equipment are tooled up for 
the fabrication of sheet metal parts 
and the like. There is no indication 
at present that this group has any 
intention of going in the parts and 
accessories business as such. Their 
principal income is derived from the 
sale of a finished piece of merchan- 
dise, the main part of which they 
produce with their own facilities with 
the accessories being supplied by 
members of this group. 

It was only a few years ago when 
the bulk of the mechanically refrig- 
erated ice cream cabinets were pro- 
duced by two or three companies. 
Now there are many really big pro- 
ducers of ice cream cabinets. 


SITUATION CHANGED 


The sale of replacement parts for 
ice cream cabinets only a few years 
ago was confined almost entirely to 
the two or three original producers. 
Such is not the case today, and prob- 
ably won’t be the case in years to 
come. 

Replacement compressors and con- 
densing units to this industry are 
also on the increase. 

Frozen foods have created a de- 
mand for low temperature cabinets, 
both storage and display. Our group 
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Both products of 20 years experience. 
e Both recognized by experts as the Sk Sec 
“last word” in modern refrigeration— SSN SS VS 
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OPPORTUNITIES 
Copeland 


Commercial Refrigeration 


today for facts about either or BOTH 


of these Copeland Profit Opportunities. = . $ 
Ope 


shall n& doubt find this to be an 
important market in the next few 
years. 

Nearly every gasoline service sta- 
tion has a beverage cooler of some 
sort or other, a larger percentage of 
which are cooled by ice. However, 
mechanically cooled jobs will un- 
doubtedly replace many of the old 
ice-cooled jobs. 

The sale of mechanically cooled 
milk coolers, water coolers, etc., is 
increasing, and so will the sale of 
parts and supplies to the many 
manufacturers of these products. 


MARKET DIVERSIFIED 


I have gone into considerable detail 
with respect to manufacturers, be- 
cause many of us are inclined to let 
our thinking as regards our future 
market be influenced too much by 
what one or two of the big fellows 
might decide to do, and give too little 
consideration to the fact that the 
manufacturing of commercial refrig- 
eration equipment, and our market, 
has diversified to such an extent that 
the policies of one or two companies 
can no longer make or break our 
business. 

Only when the market for a com- 
modity reaches the proportions that 
it can be produced in mass produc- 
tion can a manufacturer make all of 
his own parts and accessories profit- 
ably. Household refrigerators are 
approaching this stage. Commercial 
refrigeration and air conditioning 
may never reach that point, at least 
for several years to come. 

The other principal outlet for the 
products of many in our groups is 
the jobber. Many of us in this room 
can well remember the day when 
there wasn’t such a thing as a refrig- 
eration parts and supplies jobber. 
Sales to distributors, dealers, and ice 
cream companies of miscellaneous 
parts and supplies were made direct 
by the unit manufacturer. 

Now there are God knows how 
many—but let’s say 200 to 250, that 
we can conservatively call refrigera- 
tion supply jobbers, in the United 
States. 


ADVENT OF JOBBERS 


The advent of jobbers has changed 
the sales, distribution, and pricing 
policies of many parts manufac- 
turers. They have grown in number 
and importance quite rapidly. Where 
are they going to lead us, and what 
changes can we expect in jobber 
distribution, is a topic of current dis- 
cussion. 

Are more larger established supply 
houses going to replace the present 
jobbers, many of whom have grown 
up in the past few years from within 
the refrigeration industry? Will 
automotive parts jobbers be the big 
factor in the future? How about 
plumbing and heating supply job- 
bers? Are our present jobbers 
branching out into surrounding terri- 
tories to provide better service to the 
resale trade and keep out competi- 
tion? These and many other ques- 
tions are among those currently 
discussed. 


WHAT JOBBERS ARE DOING 


Let’s look at the record to see 
what has been going on in this 
regard: 

Out of 150 better jobbers in the 
United States, 66 (44%) are making 
refrigeration parts and supplies their 
principal business. Two (144%) are 
oil burner supply houses’ with 
a refrigeration parts department. 
Twenty-two (1424%) are in the mill, 
mine, and machinery supply business 
with a refrigeration parts depart- 
ment. Eleven (714%) make brass 
and copper their principal business, 
with refrigeration as a department. 
Eleven (714%) are in the plumbing 
and heating supply business, with 
refrigeration supplies as a side line. 
Ten (6%%) are automotive parts 
jobbers. Twenty-two (1434%) are 
electrical or radio parts and supplies 
jobbers, and six (4%) are in a 
miscellaneous group. 

Forty-four per cent of this group 
of 150 jobbers derive all, or at least 
a major portion, of their income from 
refrigeration supplies. This speaks 
well for an industry so young as ours. 

Out of this group of 150 jobbers, 
27 of them entered the business 
within the last two years. Out of 
the 27, 10 are in the southeast, six 
in the southwest, three on the west 
coast, and the remaining eight in 
such cities as Akron and Columbus, 
Omaha, Sioux City, Kansas City, 
Denver, Detroit, and Utica. This in- 
dicates a growth of jobbers in smaller 
cities, some of which have a popula- 
tion of 150,000 or less, and the 
majority are in the southeast. This, 
is indicative of localization. f 


ee 
While 27 new jobbers entered th 
business in the last two years 19 
dropped out. Either they went 
broke, or sold out to competitors 
So actually there are only 17 aqqj. 
tional companies in the business. 
Obviously, there has been More 
expansion than this, and it is comin, 
from branches of already establisheg 
jobbers. My none too accurate 
records show that in the last two or 
three years, 44 new branches were 
opened. These are in all parts of 
the country, and range from one 
branch per company to 10 branches 
opened by one company in the east. 
Records indicate that, in the same 
period, six branches were closed. 
So instead of adding any great 
number of new accounts to oy, 
books, we are getting our rea] in- 
crease in sales volume from estap. 
lished accounts who are branching 
out—and do I need add that some of 
this expansion has been at the 
expense of the manufacturers anq 
has had a tendency to weaken some 
jobbers who have increased their 
cost of doing business and haven't 
increased their volume to offset the 
added expense? 


FURTHER EXPANSION 


However, the majority of the ex. 
pansion has been made by companies 
who have the where-with-all, and is 
therefore healthy. Further expan- 
sion by branches is indicated for the 
future. 

There are far too many under- 
financed jobbers. Too many jobbing 
businesses are being grossly mis- 
managed, or not managed at all—just 
stumbling blindly along. This group 
will go the way of all flesh. They 
just won’t be able to stand the gaff, 
in the face of aggressive competition. 

The more I see of the jobber situa- 
tion, the more clearly I can see that 
there are two types of so-called job- 
bers: One, the fellow who sits behind 
his counter and waits (and hopes) 
for the town boys to come in and 
buy a few parts; the other, the or- 
ganization that goes out and does a 
real merchandising job, not only in 
the city in which it is located, but 
also in the entire trading area. The 
first type is getting nowhere fast. 
The second, or merchandising group, 
are making a real success of it, and 
are the people to whom we can look 
for our future market. 

It is the merchandising jobber that 
is bringing about some important 
changes in the distribution of refrig- 
eration and air-conditioning equip- 
ment. 


LOW SIDE SALES 


I wish I knew, in dollar value, the 
annual sales of low side equipment— 
coils, blower units, etc., made by 
just a few of the better jobbers. The 
figures would no doubt be staggering. 

It is safe to say, however, that a 
small percentage of this equipment is 
sold for replacement by independent 
servicemen. This equipment goes on 
new installations, and is sold to 
the better commercial distributors, 
dealers, and contractors. 

The sale of high side equipment, 
commercial condensing units, to this 
same class of trade, both through 
jobbers and direct, is a really big 
item today and is increasing. 

Low side and high side equipment 
are the nucleus of commercial and 
air-conditioning jobs. The fact that 
so much of this equipment is now 
being sold by jobbers is indicative of 
what we can expect in the next few 
years. 


IS SHOE PINCHING? 


During the early stages of the 
heating business, a man desiring to 
purchase a heating system had t 
buy boiler, radiators, and all the pipe, 
fittings, and accessories from one 
manufacturer. As the industry 
grew, jobbers came into the picture 
with pipe, fittings, and accessories, 
or specialties, as they are called in 
this industry. Then came independ- 
ent manufacturers of radiators and 
boilers. The jobber needed radiators 
and boilers to enable him to sell — 
contractor a complete job. — ‘ 
step in jobbers’ program was “at 
approach by big manufacturers, W r 
felt the shoe pinching. We ll know 
the next step. P 

I wonder if the shoe is not pinching 
just a little bit in our industry: 
least, this is something for us 

nder over. 

ol it looks like we can count om 
a continued flew of business a 
the jobbers. I think however, SS 
one group of jobbers—those wae 
financially able and merchandi 4 
minded, put their efforts behind . 
sale of refrigeration and air-con 

(Concluded on Page 13, Column 1) 
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obber-Serwice News 


e — 
Philco Prepares ‘Aids’ 
For Service Men 


pHILADELPHIA—As another step 
in Philco’s new air-conditioning and 
electric refrigeration program, a 
complete set of service bulletins and 
“gids for service men” has been pre- 
pared, and copies are being mailed 
to Philco dealers and distributors 
throughout the country. 

Included in this material is a new 
price list of parts for Philco’s ‘“Con- 
grvador” refrigerator line. This list 
gives the description, number, and 
price of more than 75 different items, 
and tells in which models they are 
used. 

Also prepared is a completely de- 
tailed selection table for use in 
choosing the correct model “Cool- 
wave” air conditioner for various 
applications. This guide is in the 
form of a six-page letter. 

A supplementary price list of parts 
for Philco radios, covering parts 
which have been added since last 
November as well as recent price 
changes, is also ready. 

Far more interest than anticipated 
has been manifested by service men, 
salesmen, and dealers throughout the 
country in the 62-lesson correspond- 
ence course in refrigeration and air- 
conditioning servicing made available 
by Philco through cooperation with 
Utilities Engineering Institute. 


Increase In Resale Trade 
Predicted By Newcum 


(Concluded from Page 12, Column 5) 
tioning equipment and go after the 
really big orders—equipment that is 
sold for original installation, there 
will remain the smaller jobber who 
will cater to the service parts and 
supplies end of the business. 

There will obviously be some over- 
lapping of these two groups, but 
basically one group will go after 
original installation equipment and 
supplies, the other after replacement 


The third and last of our customer 
groups are the distributors, dealers, 
contractors, and service companies. 
They represent in our terminology 
the “resale” trade. More and more 
they are depending upon the jobber 
for their supplies, especially as the 
jobber is getting in better shape to 
supply all of their requirements. 
However, much equipment, especially 
items carrying a high unit value, are 
sold direct by our members to the 
resale trade. Such also is the case 
in the heating business. 

In many of the larger cities, the 
commercial refrigeration and air- 
conditioning equipment is now being 
sold by the distributors, the installa- 
tion and service being farmed out to 
the contractors and service organiza- 
tions. This procedure directs the 
purchase of the installation materials 
and supplies back to the jobber, via 
the contractor. 

In many areas, especially where 
labor organizations are not so strong, 
distributors maintain their own in- 
stallation and service departments. 
In either case, however, all indica- 
tions point toward an increase in 
purchases by the resale trade of the 
Products of the member companies of 
the Refrigeration Equipment Manu- 
facturers Association. 


Williams & Co. Starts 
6th Year as Jobber; 
Growth Is Cited 


PITTSBURGH — With the last 
week in April, Williams & Co., Inc. 
began its sixth year of servicing the 
refrigeration industry in western 
Pennsylvania, Ohio, Kentucky, West 
Virginia, and western Maryland. 


H. S. McCloud opened Williams’ 
first refrigeration department in the 
Cincinnati branch; the Cleveland and 
Pittsburgh warehouses followed in 
quick succession, and this March a 
warehouse handling refrigeration ma- 
terials, among other supplies, was 
opened in Columbus. 


Starting with four lines—tubing, 
fittings, expansion valves, and belts— 
and a 12-page catalog, there are now 
over seventy manufacturers of refrig- 
eration and air-conditioning supplies 
and equipment using the facilities of 
Williams & Co. to market their prod- 
ucts; and their eighth catalog is a 
tightly packed 172-page book con- 
taining thousands of individual items. 


Reviewing the growth of the job- 
ing industry, the company recalls 
that, in 1934, there were about five 
or six jobbers; in 1935, when the first 
meeting of jobbers from all over the 
country was held in the NEWS offices 
in Detroit, forty or fifty jobbers were 
present. At this first meeting Mr. 
McCloud, manager of Williams’ re- 
frigeration departments, was elected 
the temporary chairman. J. M. 
Oberc, of J. M. Oberc, Inc., Detroit, 
was elected temporary secretary. 
Later at this meeting, when a 
national association of jobbers was 
formed, Mr. McCloud and Mr. Oberc 
both were elected to hold these offices 
for the ensuing year. 


In addition to refrigeration and air- 
conditioning supplies, Williams & Co. 
handles many basic materials, repre- 
senting the International Nickel Co., 
the Aluminum Co. of America, the 
National Tube Co., Revere Copper & 
Brass, Inc., Chicago Eye Shield Co., 
Wilson Welder & Metals Co., and 
others. 


‘Trouble-Shooting’ Trucks 
Cover Wide Territory 


BANNING, Calif. — On-the-spot 
service is made available to refrig- 
erator owners within a 200-mile 
radius of this little California town 
through the three completely equip- 
ped “trouble shooting” trucks oper- 
ated by Desert Refrigeration Co. 
here. 


All three trucks are constantly 
prepared to handle any kind of serv- 
ice call at the scene of the trouble, 
without returning to the shop, ac- 
cording to C. V. Hutchens, manager 
of the organization. 


“The territory served by the com- 
pany is so widespread,” he points 
out, “that calls are frequently made 
at points as far as 200 miles away 
from headquarters. And Los An- 
geles, our principal source of supply, 
is 96 miles away, so we have to 
carry a complete stock not only in 
our trucks but in our plant as well.” 

All trucks are strikingly painted in 
yellow and black, and each truck 
bears a different message advertising 
the company’s services. 


Refrigeration experts who want to cash in on this big 


reward of customers’ good will should investigate the 


KRUPP VALVES 


high quality and dependability of KRUPP VALVES. 


Not a newcomer, Cyrus Shank products have been the 
ee standard of the re- 


Write — 


ig (the ASS i Eg RI 8 


frigeration 
for over 27 years— 
and they are built to 
meet today’s needs. 
They save and make 
money by giving peak 
performance always. 
Write for prices on 
Water 
Valves, 
and Strainers. 


industry 


Regulator 
Dehydrators 


(1) H. J. TURNER, who operates 
a large jobbing business for Straus- 
Frank Co., San Antonio Frigidaire 
distributor, has been running a series 
of service schools through the early 
spring season. 

(2) LEO H. GORTON, head of the 
Machine Tool & Supply Co., Tulsa, 
Okla., and president of National Re- 
frigeration Supply Jobbers Associa- 
tion, believes jobbers should sell 
condensing units for commercial 
refrigeration and air conditioning. 

(3) HOWARD LEE of Fort Worth, 
Tex., runs the business of McKinley 


Southwestern Supply Jobbers Are a Hea 


Refrigeration Supply Co. He also is 
active in the Air Conditioning Asso- 
ciation of Fort Worth. 

(4) ALEX TREVINO and JACK 
FRIESEN entered the refrigeration 
parts business last year, when they 
opened United Refrigeration Supply 
Co., San Antonio, Tex. They report 
that special evening meetings for 
service men have been drawing fine 
crowds. 

(5) M. P. SULLIVAN and R. W. 
PALMER, crack salesmen for Ma- 
chine Tool & Supply Co. of Tulsa. 


“Sully” says: “The business is out 
— 


Gordon Lozier Wins First 
Prize In Bending Contest 


OMAHA, Neb.—Finishing first in 
a field of eight contestants, Gordon 
Lozier, Gordon Refrigeration Co., 
was named the winner of a tube- 
bending contest sponsored here re- 
cently by Interstate Machinery & 
Supply Co., refrigeration jobber. 


Mr. Lozier completed the contest 
project in 18% minutes. As first 
prize he was given an Imperial Hi-Lo 
charging and testing unit by the 
Interstate company. Second place in 
the contest went to Dan Beresh, 
Acme Refrigeration Co., and third 
place to Stanley Welna, Refrigeration 
Service. 

The project, fittings, and tubing 
were furnished by Imperial. 


— 
Announcing= 


— 


A New Combination 
REFRIGERANT FILTER 
and RECEIVER VALVE 


ee 


WHAT IT IS—Here’s the latest thing in a new economical type, 100% 
improved filtering unit (utilizing Zenith’s patented disc type filter 
element), which is combined with a Bohn leak-proof, non-back 


seating valve. 


CLEANING ADVANTAGES—A special design eliminates need for 
disconnecting the unit from the line for cleaning. Removal of ele- 
ment from Filter Housing shown in illustration is accomplished by 
unscrewing hex cap. Cleaning and replacing requires only a few 
moments—once the system is pumped down after closing the shut- 


off valve. 


WORLD'S FINEST FILTER— 
The Zenith Filter element 
is 214 times finer than wire 
screen filters — and very 
much finer than asbestos 
cloth or felt pads. Its sur- 
face filtering efficiency is 
much greater—eliminating 
the need for continuous re- 
cleaning or costly replace- 
ment. 


Write for advance information 
on this new and revolutionary 
lower cost filter valve. It is 
met to all systems using 


methyl chloride, ‘‘Freon’’ or 
sulphur dioxide. 


ie 


‘ZENITH ~ 
Refrigerant Filters 
ZENITH CARBURETOR  —— 


BENDIX AVIATION CORP. 
Detroit, 


Mich. 


ds-Up Crew 


ae 4 
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there, and if one of us doesn’t bring 
it in the other one does.” 

(6) ROY F. WESTBROOK and his 
refrigerant dispenser. Roy and his 
brother CLYDE give “curb service” 
on the common refrigerants at the 
Westbrook Carburetor Electric Co. of 
San Antonio. The Westbrooks have 
handled a large line of refrigeration 
supplies for many years. 


REFRIGERATOR ONE 


ABOUT YOUR MACHINE? 


oisture 


it is impossible to get all the | 
moisture out of intricate pas- 
' of-the unit, even with — 


“unnecessary service 
st) on your units? ALUMINUM 
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Crosley Refrigerator 
New Car; Aim At 


(Concluded from Page 1, Column 1) 
the Richmond assembly plant, and 
do not include government or state 
taxes. 

Freight rates on these Crosley cars 
will be exceptionally low, because 10 
of them can be shipped in an ordin- 
ary freight car. Weight of the 
automobile is only 925 pounds. 

When used as a light commercial 
vehicle, one of the seats can be 
removed for added space, offering a 
quarter ton carrying capacity. 

Crosley’s refrigerator-radio  dis- 
tributors and dealers are to sell the 
new car. Most of them placed orders 
right on the spot. Most of them 
seemed to feel that the initial market 
for the car will be among commercial 
establishments which deliver small 
packages, where economy of opera- 
tion will be the deciding factor in 
the purchase of a vehicle. 

Others thought that there should 
be a good market for the car among 
parents of high school students. 
Comfortably fixed parents could thus 
gratify the desire of their offspring 
for individual transportation and a 
sporty car without having to entrust 
them with an automobile that will 
do 90 miles an hour. 

Crosley’s promotion, however, will 
be directed toward the low-income 
family market, under such slogans 
as “the forgotten man’s automobile.” 

The drive shaft runs straight to 
the rear axle without roaming about 
through universal joints, as it does 
in the conventional car. 


Distributors To Sell 
Commercial Market 


The new car is 10 feet long and 
4% feet high and weighs 925 Ibs. 
It has three speeds forward and 
reverse, four-wheel brakes, safety 
glass, and an “honest-to-goodness” 
one-man top. There is plenty of leg- 
room in front for drivers as tall as 
Mr. Crosley, and plenty of room in 
the rear of the four-passenger model. 
Its four-gallon tank will carry a fuel 
supply for 200 miles (50 miles to 
the gallon) at a total transportation 
expenditure of 60 to 80 cents. 


Standing on the bricks of the 
Indianapolis Speedway, Lewis L’Hom- 
medieu Crosley, grandson of Powel 
Crosley, christened the car. Young 
Crosley broke a bottle containing a 
sample of all standard brands of 
gasoline over the hood. Powel Cros- 
ley, 6 feet 4 inches tall, then climbed 
into the small car and drove it down 
the track, while newsreel camera 
men ground away and distributors 
cheered. 

“I have always wanted to build a 
practical car that would not only 
operate at a low cost but sell at a 
low cost, declared Mr. Crosley in 
presenting his latest product. 


“This is no idle whim of mine to 
offer a diversity from other Crosley 
products. I have been dreaming of 
this car for some 28 years. Radios 
and electric refrigerators, baseball, 
and broadcasting sort of got in the 
way of this dream, but I first started 
experimenting with a low-cost car 
back in 1909. 

“When automobile manufacturers 


continued to get farther and farther 
away from low-cost transportation, 
I again came back to the idea in 
1934, and this car I offer you today 
is the result of concentrated experi- 
ments for the past three years based 
on many previous tests. 

“I might tell you that we went 
through every phase of small vehicle 
development to bring you this ma- 
chine. We tried a motor built on a 
wheel, a rear engine style with a 
single wheel in the rear, and a double- 
wheel rear-drive with a 15-inch tread 
that gave the appearance of a three- 
wheel job. We experimented until 
we developed the automobile you see 
here.” 

L. C. Oswald is the chief engineer 
of the automotive division, and S. F. 
Clifton is his assistant. 

Specifications are as follows: 


SIZE 


Wheel Base—80 inches. Tread— 
40 inches. (Same front and rear). 
Tires—44% by 12 inches (Goodrich). 
Total length of car—120 inches 
bumper to bumper. Height—56 
inches from ground to top. Road 
clearance—7% inches. Weight—925 
Ibs. (With full load of fuel and oil 
and back-seat but without spare 
tire.) 


MOTOR 


Two cylinder-opposed light avia- 
tion-type four-cycle engine (Wau- 
kesha). (Air-cooled by suction 
blower which is cast integral with 
flywheel.) Down-draft carburetor of 
special design (by Tillotson). Gen- 
erator direct driven off crankshaft in 
front of engine. No belts. Con- 
ventional starter, distributor, and 
other electrical equipment (Autolite). 
Extra large bearings. Bore—3 


STREAMLINE 


mana REC. V5. PAT. OFFICE 


COPPER PIPE AND FITTINGS 


For Refrigeration and Air Conditioning 


Mueller Brass Co., Port Huron, Mich. 


“We have advertised in Air Conditioning and Refrigeration 
News for the past twelve years and have always regarded 
it as being exceptionally productive of inquiries and on 
many occasions of making direct sales. 
more powerful in this latter regard than almost any other 
trade paper covering other trade fields. 
numerous occasions keyed our ads in order to check on its 
“attention-getting power. 
the results were surprisingly good. 


In a great 


“On one occasion in which our ad illustrated and described 
one of our new Line Valves, we received 34 orders and 
over 70 inquiries, some of which later developed into sales. 


“We, of course, consider Air Conditioning and Refrigeration 
News an absolute necessity in advertising our products for 
the refrigeration trade.” 


We consider it 


We have on 


majority of cases 


- - = Mueller Brass Co. 


advertising. 


Various advertisers may have various reasons for 
But when a publication proves to be 
“exceptionally productive of inquiries . . . and 
direct sales” over a period of twelve years it suggests 
a thought that many manufacturers may well consider. 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry” 


making 


inches. Stroke 2% inches. Cubic 
inch displacement—38.87 inches. Lu- 
brication—Full pressure. 


TRANSMISSION 


Three speeds forward and reverse 
(Warner). Single plate clutch (Rock- 
ford). Rear Axle—(Spicer) Full 
Taper Roller Bearings (Timken). 
Wheels — (Specially designed by 
Motor Wheel Corp.). 

Note: The car features a direct 
drive from rubber mounted floating 
power plant through torque tube to 
the rear axle without use of universal 
joints. 


BRAKES 


Four wheel mechanical brakes, 
cable operated. The brakes are a 
new development, novel in that they 
have no riveted linings. They give 
more than twice the possible braking 
surface of ordinary neutral or two- 
shoe brakes, and can be relined by 
simply removing wheel and inserting 
a length of brake lining in brake 
drums. Give 350 degrees of braking 
(Hawley). 


SPRINGS 
Front springs—semi-elliptic. Rear 
springs—one-quarter elliptic. Rub- 


ber shackles and spring bearings. 


Shock absorbers: 4 Delco-Lovejoy. 
Fuel tank: Capacity—four gallons. 
Oil—Two quarts in. crankcase pan. 
Miscellaneous: Body by Murray. 
Steering gear by Ross. Safety glass. 
Driver’s seat adjustable, with ample 
leg-room throughout. Choice of 


three color combinations: Gray, 
Yellow, and Blue. All red wheels 
with large chromium hub-caps. 
Top, Black. 


Term ‘Air Conditioning’ 
Denied To Fan Maker 


WASHINGTON, D. C.—Agreeing 
to discontinue misleading representa- 
tions in the sale of electrically driven 
fans and air treating apparatus, 
Robert W. Devore, proprietor of 
Fresh’nd Air Co., Chicago, has en- 
tered into a stipulation with the 
Federal Trade Commission. 


In his advertising matter, Mr. 
Devore had referred to the “Fresh’nd 
Aire” fan as the “simple way to air 
conditioning” and stated that it 
“cools, revitalizes, recirculates.” 


Mr. Devore has agreed to cease 
using the term “air conditioning” or 
words of similar import as descrip- 
tive of his product. The fan, it is 
stated in the stipulation, will not 
produce results which can be properly 
represented as air conditioning, will 
not humidify or dehumidify room air, 
will not mechanically cool or heat the 
air to specified temperatures, will not 
mechanically deliver and circulate 
fresh air, and will not remove or 
filter dirt from the air. 

The fan is described as being 
equipped with a device to heat and 
vaporize two preparations, one a so- 
called deodorizer and purifier, the 
other a fragrance. The resulting 
vapor is diffused by the fan through 
the room. Mr. Devore has agreed to 
cease advertising that the so-called 
deodorizing preparation will com- 
pletely absorb and destroy all room 
odors or cause them to disappear 
within a few moments, when this is 
not a fact. 


American Radiator Sells Filter 
Division To Detroit Firm 


CHICAGO—Manufacture of Arco 
air filters by American Radiator & 
Standard Sanitary Corp. has been 
discontinued as of May 1, company 
officials announce. 

Machinery, equipment, and mate- 
rials have all been sold to the De- 
troit Air Filter Co., which will 
continue to make the same type of 
filter under the “Detroit” name. 
Offices of the company are at 1330 
W. Congress St. here. 

Detroit Air Filter plant will be 
under supervision of Charles G. 
Lamb, former manager of the Arco 
plant, and the entire personnel of 
that plant has been retained. 

Detroit Lubricator Co., Detroit, 
will be sole distributor for the filters 
under the new arrangement. 


COMMERCIAL 
REFRIGERATORS 


World's most complete line 
’ cabinets 


of commercial — 
13 to 84 cu. ft. capacity. 
MIDWEST 


MEG. COMPANY * GALESBURG, ILL 
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THE COLD | 
CANVASS 


By B. T. Umor —— 
‘Boss Ket’ 


In company with Bruce Fleming of 
Nema, Editor Taubeneck hag an 
accidental meeting with Charle 
Kettering, vice president in charge - 
research for General Motors, in a 
B. & O. dining car the other evening 

“Boss Ket” was in rare form. , 

“All these people yappin: about 
the future make me sick,” jy. d 
“Why, I look forward to the future 
very keenly. I expect to speng the 
rest of my life in the future. 

“And the good old past? ‘Gooq 
old,’ my eye. A century ago they 
were scalping people along here.” 

Mr. Kettering had been down jn 
Washington, testifying before a com- 
mittee. He was asked by a Senator: 

“Isn’t it possible that there are tog 
many inventions? Wouldn't it be q 
good idea to declare a moratorium on 
inventions until we can catch up with 
what we have?” 

“I don’t see,” Mr. Kettering replied, 
“how you’re going to stop men from 
thinking.” 

And that was the end of that. 


* * * 


Kettering’s Unit 


“Boss Ket” recalled that his con- 
nection with electric refrigeration 
dated back to 1914, when he and 
Thomas Midgely (the chemist who 
developed ‘“Freon’) began experi- 
menting with a unit using air as a 
refrigerant. 

They worked on this off and on for 
quite awhile, and were beginning to 
think rather well of it, when 
“Billy” Durant bought Kettering’s 
company (Delco) for General Motors, 
Durant had previously purchased the 
Guardian refrigerator patents and 
company, and had_ renamed it 
“Frigidaire.” 

So the entire Guardian develop- 
ment was sent down to Delco at 
Dayton for Kettering to whip into 
shape. There was quite an argument 
for awhile as to whether they would 
continue with the Guardian unit or 
with the Kettering-Midgely air ma- 
chine. 

It was finally decided that, in view 
of the million-and-a-quarter dollars 
investment in the Guardian, that it 
should be the machine which should 
be further developed. 


*. * * 


What About It, Ray? 


C. Howard Buchwald, head of the 
Lincoln Sales Corp., Crosley dis- 
tributor in Washington, D. C., is 
more than somewhat perturbed over 
a picture the NEWS ran a few weeks 
ago. 

This picture showed Ray Legg, 
Leonard’s general sales manager, 
mixing up batter for a batch of 
cookies, while a stage grandmother 
instructs him with two admonishing 
figures. 

So far, so good. But what Mr. 
Buchwald wants to know is: Why 
does Ray have his coat on under- 
neath that apron? 

“Who ever saw a man attempt to 
do any baking with his coat on?” he 
asks. “Do you think Ray knows 
what he is doing?” 

We ask you, Ray, how did those 
cookies turn out? 


n ow 


Refrigeration and Air Conditioning 


| di} |PARTS: TOOLS “SUPPLIES 
Ny sere nf 
SUPPLY EO. 


2732 Ne ASHLAND 
cnicaco TUTE nh. 
Write for catalog 


ATTENTION !! 
MANUFACTURERS—EXPORTEBS 
Thoroughly experienced Sales and 
Service Engineer capable of range” 
dising, Laying out, Diagnosing an 

Servicing Household, Commercial 
Industrial Refrigeration Eq"! 
Several years foreign trade experiend® 
with extensive travel. Speaks Spanish 
and French. Robust health and sober 
habits. At present employed, — 
connection with responsible — 


opportunity for advancement. ‘ 
Box 1144, Air Conditioning & Befrié 
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wilk Bar & Case Sales Indicate Greater 
Commercial Activity In New Zealand 


WELLINGTON, New Zealand— 
commercial refrigeration is making 
pid progress in New Zealand, 
according to a report on installations 
by H. W- Clarke, Ltd., Westinghouse 
and Super-Cold distributor here. 
peaturing “refrigeration installations 
of every description,” this firm has 
suppliec cooling equipment for every- 
thing from milk bars to florists’ 
poxes, and points to satisfied cus- 
tomers a8 proof of their efficiency. 

A descriptive booklet, with pic- 
tures of recent installations, includes 
customer letters complimenting the 
frm on the equipment and service 
supplied. There are a great number 
of modern stores and plants in New 
gealand, and the refrigeration meth- 
ods are keeping pace with the rest 
of the world, it is claimed. 


MILK BARS POPULAR 


Milk bars, increasingly popular in 
England and the United States, are 
designed along the deluxe lines here. 
Even hotels are catering to the in- 
creased demand for milk, and have 
called on the Clarke company for 
milk-cooling equipment. At the Big 
Orange milk bar in Wanganui, a 
composite bar, refrigerated by a 
Westinghouse hermetically sealed 
unit, has space for milk, ice cream, 
and orange storage. Health Foods, 
Ltd, with numerous milk bar 
branches throughout the country, 
uses much of the company’s cooling 
machinery in its dispensing stores. 

Milk bars have meant a new and 
important outlet for the Clarke com- 
pany, and the record of satisfactory 
service from the equipment supplied 
will mean repeat business and new 
customers, it is believed. 

Display cases for grocers, butchers, 
and delicatessen shops are filling the 
needs of the store owners and supply- 
ing a stimulus for trade, according 
to letters written to the company. 
At Harston & Co. of New Plymouth 
was installed the first Super-Cold 
counter in New. Zealand. G. R. 
Horsburgh, director of John Bull, 


Ltd, grocer, has installed a new 


7-foot case, and claims that “not a 
farthings worth of merchandise was 
lost throughout the exceedingly hot 
summer.” 

In the Auckland province, Hill 
Bros., Ltd., another large grocery 
firm, has installed display cases in 
two branches at Auckland and one in 
Rotorua. Favorable comments from 
customers at these stores have con- 
vinced the firm that it is to its 
advantage to purchase not only 
quality goods, but also quality equip- 
ment, according to the Clarke com- 
pany, which supplied all the cases. 

Many other firms in Auckland, 
Hamilton, and Te Aroha report in- 
creased business from the use of 
attractive refrigerated display cases. 
Farmer’s Co-op Auctioneering Co., 
Ltd., a large exporting and retail 
firm, has made great gains in the sale 
of small goods in the delicatessen 
part of its business. These gains 
were attributed to the preserving and 
display qualities of the cases sup- 
plied by the Clarke company. 


LINES CARRIED 


Fish counters, cool rooms, water 
coolers, ice cream plants, ice cream 
churns, ice cream storage cabinets, 
homogenizers and pasteurizers, flor- 
ists’ display and storage cases, beer- 
cooling equipment bars, beverage 
coolers, and air conditioners are 
carried by this distributing firm. 

Each class of equipment is pic- 
tured in the booklet, and is accom- 
panied by a letter from a satisfied 
customer. In this way the good 
points of the equipment are not only 
described by the distributor, but 
proof of satisfactory service is shown 
by a customer’s experience and 
signed statement. 

Describing Temprite and Westing- 
house bar equipment installed by the 
firm, the flexibility of the systems 
installed is emphasized. Royal hotel 
in Hamilton, and Wellington’s newest, 
rather appropriately named _ the 
Waterloo, are shown as examples of 
the company’s installations of beer- 
cooling apparatus. 


Malayan Interest In 
Conditioning Grows 


SINGAPORE, Straits Settlements— 
Interest in air conditioning is gradu- 
ally increasing in British Malaya, 
although as yet the number of large 
commercial installations is negligible. 

About two hundred small air-con- 
ditioning units for household and 
office use have been sold by two 
American companies during the past 
two years, it is said. Larger jobs 
include a cabaret system, which has 
Proved unsatisfactory, a theater in- 
stallation, the only one of its type in 
British Malaya, and a hospital sys- 
tem to be installed in the operating 
theater. There are no office buildings 
‘ompletely air conditioned. 


Buyers In Ceylon Prefer 
American Refrigerators 


COLOMBO, Ceylon—Marked by 
keen competition, the refrigeration 
market in Ceylon is being shared by 
practically all of the leading makes 
of refrigerators, American companies 
being the principal suppliers, the 
American consulate here reports. 

Although the tariff on goods of 
non-British origin is 25% ad valorem 
as compared with 15% for British 
goods, American refrigerators are 
more popular. 

Of a total of 726 refrigerators im- 
ported in 1937, 511 were from the 
United States and 200 from the 
United Kingdom. There are no 
manufacturers or assemblers here. 


Today’ Ansul = are 
being shipped Today f 


® No order for Ansul re- 
frigerants ever spends the 
night, unfilled, in an Ansul 
office basket. Today’s 
orders are shipped today. 
You can be sure of that 
when your order specifies 
Ansui gases. 


AC-5-8 
ANSUL CHEMICAL CO. 
Marinette ° Wisconsin 
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THERE 1S AN ANSUL JOBBER NEAR YOU. 
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SULPHUR DIOXIDE 
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METHYL CHLORIDE 
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Natives To Get Service 
Training At Factories 


BATAVIA, Java, N. E. I.—To 
provide better service on refrigera- 
tion and air-conditioning installations 
in the Netherlands Indies, a number 
of representatives of American manu- 
facturers here are sending Nether- 
lands Indian employes to the fac- 
tories in the United States for 
thorough training. 

Refrigeration and air conditioning 
are steadily developing here, and a 
lack of trained service men has 
been keenly felt. Government regu- 
lations make it very difficult for 
foreigners to obtain permission to 
perform work here which can be 
done by citizens of Netherlands 
Indies, and so American service men 
cannot be brought in and hired to 
fill the need. 

Therefore, the representatives of 
major American refrigeration and 
air-conditioning equipment manufac- 
turers have decided that the best 
way to train natives in the art of 
service work is to send them to the 
home factories where they may study 
under experts. 


Copenhagen Radio Center 
To Be Air Conditioned 


COPENHAGEN, Denmark — Two 
air-conditioning units built by Bre- 
drene Gram A/S, of Vojens, Den- 
mark will be installed in the new 
radio center building here, reports 
the office of the American commer- 
cial attache. 


8,500 Refrigerators Sold 
In Argentina In ’38; 
Assembled Locally 


BUENOS AIRES, Argentina—Be- 
tween 8,000 and 8,500 household 
electric refrigerators were sold in 
Argentina last year, it is indicated 
by a recent report from the office of 
the American commercial attache 
here. 

About 95% of the sales were of 
four makes of refrigerators, all 
locally assembled, which have domi- 
nated the market here for many 
years. 

These units are composed for 
the most part of American-made 
refrigerating units or compressors 
and certain hardware fittings, and 
Argentine cabinets. 

Complete electric refrigerators can- 
not be imported from the United 
States at present because of the 
exchange control situation, it is said. 
The only electric refrigerators now 
imported in complete form are a few 
which come in from European 
manufacturers. 


Virginia Smelting Co. Appoints 
Representative In Delhi, India 


DELHI, India—International Trad- 
ing Co. here has been appointed 
representative of Virginia Smelting 
Co. to handle refrigerant sales in the 
United Provinces, the Bengal Presi- 
dency, the Central Provinces, and in 
the northeastern provinces of Assam, 
Bhutan, and Bihar. 


Shipments of Appliances 
Gain Substantially 
In February 


WASHINGTON, D. C.— Foreign 
shipments of electric household re- 
frigerators, washing machines, and 
ranges during February showed sub- 
stantial gains over exports for the 
previous month, according to figures 
compiled by the U. S. Department of 
Commerce. 


Refrigerator shipments for Febru- 
ary totaled 8,439 units with a value 
of $675,093, compared to January 
shipments of 6,210 units valued at 
$501,325. Washer shipments rose 
from the 3,298 units ($120,029) re- 
corded for January to 4,395 units 
($162,415) in February, while range 
shipments during February nearly 
doubled those of the previous month, 
486 units with a value of $30,342 
being exported, compared to 270 
units valued at $16,209 sent abroad 
in January. 


Mexico To Levy 10% Tax 
On Use of Electricity 


MEXICO CITY, Mexico—A tax of 
10% is to be levied on the monetary 
value of electric energy consumed 
within the Mexican republic, accord- 
ing to a decree published recently 
by the government. 

Proceeds of the new tax are to 
be devoted to the construction and 
enlargement of a federal electrifica- 
tion system. 


THE BUYER'S GUIDE 


A Size for Any Box 
Up to 12 Feet 
- 
Secondary Finned 
Coil Surface Gives 


Controlled 
Circulation 


A Replacement Evaporator With "Plus” Value 


© The unit with the secondary finned coil surface! An evaporator that gives 
controlled circulation without drying out box or contents! Freezing of ice cubes 
is faster because refrigerant tubes are SEALED TO TRAY SHELVES. In 
many instances the Peerless Humidi-Pack restores box to better than original 
efficiency. 


Ask Your Jobber for Details or Write for NEW Catalog 


PEERLESS of AMERICAInc.. 


MAIN FACTORY * GENERAL OFFICES 
515 West Thirty-fifth Street, Chicago 


New York Factor 


Los Angeles 
Export Division: 
. Box 636 
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Ask for R J $= 830 
for SINGLE DIAL CONTROL Replacement 


There are plenty of places where this Ranco General Replace- 
ment is just what is needed. It fits practically all Single Dial 
Household Refrigerator applications - - it is easy to install - - 
and it sells at a very modest price. Made of stainless steel - - 
typical Ranco quality throughout. Order from your nearest 


jobber - - R J S - 830. 
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WILSON ELECTRIC 


ICE-MAKERS 
FIND A READY MARKET .. . 


Hotels, hospitals, clubs, taverns, estates, schools, colleges, 
institutions of all kinds have need for ice made in the 
modern, sanitary way with the Wilson Ice-Makers. 


The Wilson LIFE-TESTED Cabinet houses (1) the ice-cans 
on a sturdy rack, (2) a refrigeration coil with one and 
one-half times the normal ice-making capacity. 


With the greatest economy and efficiency Wilson Ice-Makers 
produce from 75 pounds to ONE TON of ice at one freezing. 


The Wilson line is complete, exclusive, and modern. For full 
information, prospective dealers should address: 


WILSON CABINET CORP. pitkware | 
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Al spacious new walk-in 
cooler that operates at a 
lower cost than was ever 
before thought possible. 
Every day a Koch Econ- 
O-Cooler will cut down 
head and exp le 
has greater capacity, long- 
er life, and more efficient 
refrigeration. 


The €con-O-Cooler is 
only one of a number of 
tandard Koch product 

There are 108 standard 
models in the vast Koch 
line, including display 
cases, coolers, vegetable 
cases, and refrigerators for 
meats, bottled goods, 
flowers, bakery items, dairy 
products, etc. There is a 
Koch product to fill 
every ‘need, 


AG MAT wy ot 


Humi-Temp Units 
will be Profit-Makers and 


Customer- Winners for You! 


These units are particularly suited to instal- 
lations where overhead room is of prime 
importance—because of exceptionally compact 
construction, suitable for many refrigeration 
uses. Adequate coil and fin areas provide 
ideal humidity conditions. Why lose sales 
and customers—when you can sell the Larkin 
Wall Humi-Temp Units so easily? 


Today ... Write for 
Literature and Prices 


LARKIN COILS, INC. 


General Office and Factory 
519 Pair Street, S.E., 
ATLANTA, GA. 


New York Branch, 57-59 EB. llth St. 


Prsreaee more then 3500 sales representatives who 
profitably sell the Koch line. Yet many attractive 
territories are still open to aggressive sales organiza- 
tions. Write today for full particulars and prices. 


REFRIGERATORS 


NORTH KANSAS CITY, MO. 


AMINCO 


Pressure Controlled Water 
Regulating Valve 


With Removable Seat 


This valve is available for all refriger- 
ants except ammonia, in one model and at 
a new low price; its construction with two 
bellows makes a safe barrier between 
refrigerant and water sections. A mounting 
bracket, at no additional charge, is furnished 
with each valve. 


Aminco No. 614 Water Regulating Valve 
is quiet in operation, free from chattering; 
practically friction-free and provides a 
maximum flow of water with a minimum 
head pressure differential. 


No. 614 


AMERICAN INJECTOR COMPANY 


1481 FOURTEENTH AVENUE, DETROIT, MICH. 
Pacific Coast: Van D. Clothier, 1015 E. 16th, Los Angeles, Calif. 
In Canada: Modern Household Appliances, Ltd., 382 Victoria Ave., Westmount, P.Q. 


NEW 1939 FEATURES 


Tyler's or s original welded steel construction is 
still the most advanced in the commercial 
refrigeration field. And the 1939 line is the 
greatest ever. New improvements include 
wider doors, for greater accessibility; wider 
front glass for increased visibility and new, 
patented NON-GLARE li oy system for 
brighter display. 


THE BIG VALUE LINE 


Complete line covers wide field. 
uile from ience with thou- 
sands of installations. Offers sensa- 
tional values because of standard- 
ized quantity production. You can 
cnost today’s demands with Tylers 
and make more money. Write NOW 
for dealer proposition. 
jfow 2 Fore Office: eas Gat Ww. oom St. 


reese HY ae? 1663 W. iA Ave. 
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Commercial Cewwice 


Correct Charging & Setting of Controls 
For 1937-1938 Fountains Described 


More information about the 1937-1938 Bastian-Blessing soda 


fountain is contained in this article. 


Wiring and settings of the 


controls, refrigerant and oil charge, tubing sizes, multiplexing, 
and what to do when starting up a new system are described. 


This is a continuation of the series on installing and servicing 
soda fountains, counter-type ice cream freezers, and frozen foods 
cases, written by Arch Black and Dean C. Seitz and appearing in 
the weekly issues of AIR CONDITIONING & REFRIGERATION NEWS. 


By Arch. Black and Dean C. Seitz 


Wiring Diagram 


The wiring diagram shown in 
Fig. 1 illustrates the electrical con- 
nection between the two controls 
used on the 1937-1938 Bastian- 
Blessing fountain. Either control is 
to start the condensing unit. 


The temperature control switch 
should be set to maintain a tem- 
perature in the bulk ice cream com- 
partment of from 6 to 8° F. This 
control incorporates the high pres- 
sure cut-out because this switch and 
the low pressure control on the con- 
densing unit must be open to allow 
the condensing unit to stop in case of 
excessive head pressure. 


The low pressure control is nor- 
mally located on the condensing unit 
and, while not supplied with the soda 
fountain, is always supplied by the 
manufacturer of the condensing unit. 
This control operates the condensing 
unit only on the demand of the water 
cooler and should be set to not less 
than 5 lbs. cut-out and not more than 
22 lbs. cut-in. This control should 
also have a high pressure cut-out as 
well as a motor overload protection 
for the motor. 


Refrigerant and Oil Charge 


Bastian-Blessing dry expansion soda 
fountains are designed for either 
“Freon-12” or methyl chloride refrig- 
erant. ‘“Freon-12” is shipped as 
standard unless the customer has 
specified methyl chloride. 

In no case should sulphur dioxide 
be used as refrigerant for the 
ice cream refrigeration circuit. In 
Bastian-Blessing dry expansion foun- 
tains the ice cream refrigeration coil 
is sealed in a hydrolene jacket. This 
jacket cannot be removed in the seal. 
Consequently any hazard which might 
permit the refrigeration coil sealed 
within the jacket to become corroded 
must be eliminated. This particular 
hazard is always present when 
sulphur dioxide is used as _ the 
refrigerant. 


It is permissible to use sulphur 
dioxide on the instantaneous water 


cooler of the soda fountain if 
“Freon-12” or methyl chloride and a 
second condensing unit are used on 
the ice cream refrigeration circuit. 
This is only allowable due to the fact 
that the entire water cooler can be 
replaced in the field should it become 
corroded due to moisture. 

The use of a “Freon-12’’ condens- 
ing unit on the ice cream section 
combined with a second condensing 
unit using sulphur dioxide on the 
water cooling section should be re- 
sorted to only in extreme cases, for 
it is extremely poor practice to have 
two refrigerants used on the same 
fountain. 

The charge of refrigerant re- 
quired for the various sizes of 
creamer unit is listed in Table 1. 
The amounts shown on this table for 
either ‘“Freon-12” or methyl chloride 
represent the total of the charge in 
the condensing unit receiver as well 
as that required in the refrigeration 
circuit of the creamer unit. 

The figures in Table 1 do not in- 
clude the refrigerant necessary for 
the liquid line itself. Fer this pur- 
pose add % lb. of either ‘‘Freon-12” 
or methyl chloride for each 12 feet 
of % in. liquid line. 

Normally, each condensing unit 
when received from the condensing 
unit manufacturer contains a small 
refrigerant charge in the receiver. 
This charge varies from 2 to 4 Ibs. 
The exact amount will be found 
placed either on the condensing unit 
itself or contained in the service 
literature of that particular manu- 
facturer. 

Therefore the amount of refriger- 
ant to be added at the time of instal- 
lation is obtained by adding to the 
figure in the above chart the amount 
necessary for the liquid line and then 
subtracting the amount supplied by 
the condensing unit manufacturer in 
the receiver. 

When two condensing units are 
used on the installation, 3 lbs. of 
“Freon-12” refrigerant may be sub- 
tracted from the sum total chart 
figures in Table 1. These 3 lbs. are 
the amount required for the instan- 
taneous water cooler. 


Fig. 1—Electrical Connections Between Controls 


High Pressure Connec- 


tion To Compr. Head Frigidaire-TPH 
No. 1122047 
Temperature Bulb To 
Ice Cream Compt. A i 
Low Pressure To Compr. ike bee 
LPH Dual 

High Pressure To Compr. Pressure 

we Switch 


Motor 


yy 


Compressor 


To Power Line 


Wiring diagram shows the connections between the temperature control, 
switch and low pressure control on 1937-1938 Bastian-Blessing fountains, 


$$$ 


Table No. 


Size of Unit “P12” one 
30 gallons 13 Ibs 91 
40 gallons 14 Ibs 0 _ 
50 gallons 15 lbs u Ibs 
Table No. 
¥% hp. 54” O.D. te 
Y% hp. %” O.D. or (2)%”O.D. 5H 
% hp. 54” O.D 20 tt 
% hp. %” O.D. or (2) 5%” O.D. 50 ft 
1hp. %” O.D. or (2)%”O.D. aor 
1 hp. %” O.D. tt 


ie. 

However, this same amount, 3 Ibs,, 
must be added to the condensing ynjt 
which operates the instantaneoys 
water cooler. If a sandwich prepars. 
tion table is connected to the system, 
add 1 lb. of refrigerant to take car 
of the sandwich preparation tapj. 
refrigeration coil. 

At the time of installation, it j, 
just as important to add the correct 
amount of oil as it is to add the ¢o,. 
rect amount of refrigerant. Each 
condensing unit manufacturer recom. 
mends the addition of a definite 
amount and kind of oil for each 
pound of refrigerant added by the 
installation man. If no definite 
recommendations from the condens. 
ing unit manufacturer are available, 
add 140 lb. of oil for each pound of 
refrigerant added. 


Size of Suction Line 


Table 2 gives the minimum sizes of 
suction line recommended for various 
lengths of run with various sizes of 
condensing units. The liquid line 
should be %-in. O.D. copper tubing 
on all “Freon” installations. On 
methyl chloride installations one size 
smaller suction lines may be used 
than shown in Table 2 for ‘“‘Freon-12,” 

The surge tank should be con- 
nected into the suction line, as shown 
in Fig. 7 of the previous issue, with 
%-in. O. D. copper tubing, and 
should be located within 10 feet of 
the main suction line. 


Expansion Valve Setting 


As is noted from Fig. 4 in the 
April 26 issue, which _ illustrates 
the thermostatic expansion valve 


(Concluded on Page 17, Column 1) 


~ Silent, vibrationiess, dé- 
~~ pendable, long-lasting. 
Powerful grip prevents 
* slippage. A nearby di 
‘tributor carries a com: 

plete stock for applianc 
ond machines. = 


THE DAYTON RUBBER 
MFG. CO., DAYTON, 0 


| REFRIGERATION 
TUBING 
Dehydrated. 


| Deoxidized.: 
Bright as gold | 
inside and out. 
In even 5O or 
100 ft. coils. 


MOST ORDERS SHIPPED DAY ‘pecelved 
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What To Do When Starting Up a New System and 


How To Multiplex Various Units of Fountain 


(Concluded from Page 16, Column 5) 
(TEV-20), an adjustment of the small 
nut (C) in or clockwise permits the 
valve to open. Screwing the adjust- 
ment nut (C) out or counter- 
clockwise starves the valve. 

As a means of determining the 
approximately correct setting for the 
yarious expansion valves used on the 
soda fountain, the valve adjustment 
may be opened (turned clockwise) 
until it will turn no farther. In this 
position the valve is open as wide 
as possible. 

If, from this wide open position, the 
number of revolutions taken on the 
adjusting nut (C) to bring the valve 
to its correct setting are counted, a 
means of measuring the setting of 
the valve is obtained. 

In Table 3 are given the number of 
turns or revolutions by which the 
various valves should be closed 
(turned counter-clockwise) from the 
wide open position in order to obtain 
an approximately correct setting. 

Settings obtained in this manner 
are approximate only, and final ad- 
justments must be made by the in- 
stalling engineer by the frost line 
method. It should be remembered 
that each time an expansion valve is 
opened as far as it will turn in order 
to measure its approximate setting, 
the liquid line valve should be closed 
during the operation to prevent the 
flooding of the coil. 

Do not force an expansion valve by 
screwing the adjusting nut (C) in or 
clockwise after the adjusting nut has 
reached the adjusting stop. An auto- 
matic spring release will disconnect 
the interior mechanism of the valve 
so that no damage can be done to it. 
However, it is very difficult to put 
the valve back together in the field. 

In making the final adjustment on 
the expansion valve by the frost line 
method, the frost line of the ice 


Modernize leaky brine 
tanks to dry refrigera- 
tion with 30% more space. 


DILECS VACUUM 


COLD 
PLATES 
Write DOLE REFRIGERATING COMPANY 
$922 N. Pulaski Road Chicago, Ulinois 


Refrigeration Tubes 


Unusually | 
long lengths! _ 


General Offices: Waterbury, Conn. 


ELECTRIMATIC 
WATER REGULATORS 


for 


‘FREON’ - METHYL - SULPHUR 


SEAT BEAD & SEAT 
* 

Trouble Free 
Immune to 
Water Hammer, 
Binding, Corrosion 


= 
Type WL SPEED WRENCH 
Gs” PPT) ADJUSTMENT 


Literature on Request 


THE 
ES ELECTRIMATIC CORP. 


ndiana Ave., Chicago, Ill. 


cream expansion valve circuit should 
be brought into the heat inter- 
changer. It should not be permitted 
to extend beyond the unit itself. 

On the instantaneous water cooler 
circuit, the expansion valve should 
open until frost just barely appears 
at the point marked “out” at the 
LTV-20 valve shown in Fig. 6 in the 
April 26 issue. In making the final 
adjustment on the jar enclosure ex- 
pansion valve circuit, the frost line 
should not be permitted to extend 
any farther than the bottom coil on 
the front wall of the bottle storage 
compartment. 

It should always be kept in mind 
that the only accurate method of ad- 
justing the expansion valve is by 
means of a frost line method. 

Do not make large changes in the 
settings of the valves at one time. 
To adjust them, open or close a 4 of 
a revolution at a time, until the frost 
line creeps to the desired point. 
Allow at least 10 to 15 minutes be- 
tween each adjustment of the expan- 
sion valve to allow the entire system 
to again reach a balance point. 


Condensing Unit 
Switch Setting 


The low pressure control mounted 
on the condensing unit acts entirely 
independently of the temperature 
control. The purpose of the low 
pressure control is to cycle the con- 
densing unit when refrigeration is re- 
quired by the Frigidaire instantan- 
eous water cooler. 

The settings used on the low pres- 
sure control should not be allowed to 
interfere with the setting of the tem- 
perature control. For this reason the 


Table No. 3 


Revolutions 
Valve Cl 
Jee. Cream - Circuit... .......000. 1 to1% 
MEE COUPONS ike c sec bes cose %to1l% 
Jar Enclosure Circuit.......... 3 to3% 


Comp. Size Cut In Cut Out 
%4 hp. 22 Ibs. 7 lbs. 
1 hp. 20 Ibs. 5 Ibs. 


cut-out point of the low pressure con- 
trol must be set higher than the 
normal operating pressure of the ice 
cream low side. 

The cut-in point of the pressure 
control need only be set sufficiently 
low so that the water will start the 
condensing unit whenever refrigera- 
tion is required. Table 4 gives 
the approximate cut-in and cut-out 
points for the two common sizes 
of condensing units when _ using 
“Freon-12” as the refrigerant. If one 


ee ne eee We OS | of the multiplexed fixture must be set 


entire soda fountain and if too small 
a suction line has been used, the cut- 
out point will have to be reduced to 
compensate for the _ suction 
pressure drop. 


| 


air should have been permitted to 
enter this tank. 

Now close the discharge shut-off 
valve and remove the gauge plug. 
Connect to that point a small length 
of %-in. copper tubing. Insert the 
tubing in a clean glass jar. The pur- 
pose of the jar is to catch any oil 
which might be discharged during the 
evacuation process. 

Evacuate by rotating the condens- 
ing unit slowly, by opening and 
closing the electric switch until no 
more air can be seen. bubbling 
through the oil in the jar. A vacuum 
of 22 inches or more should be 
obtained in this manner. Be sure to 
replace the oil which was lost in the 
jar during the evacuation process 
plus any that might be required by 
additional refrigerant. 

The entire system should be 
checked most carefully for leaks with 
a leak detector torch. The condens- 
ing unit may now be started and all 
valves opened. During the pull down, 
check periodically for shortage of re- 
frigerant in the sight glass. 

After the system has been brought 
down to the correct temperature and 
all expansion valves have been finally 
adjusted by the frost line method, 
recheck the sight glass for refrig- 
erant, recheck the expansion valve 
for moisture, and make certain that 
all nuts on shut-off valves are tight. 


Multiplexing 


In multiplexing a large installation 
consisting of one or more creamer 
units, sandwich preparation units, 
and refrigerated back-bar sections, it 
is considered good practice to connect 
all of the ice cream and jar enclo- 
sure refrigeration circuits on the 
same condensing unit. 

If two or more water coolers of the 
instantaneous Frigidaire type are 
connected on the same condensing 
unit, at least a 30-gallon surge tank 
must be used. In a later article the 


| condensing unit size recommenda- 


tions will be given in detail. 


Sandwich Preparation Unit 


Refrigeration 


Bastian-Blessing dry expansion 
sandwich preparation units are re- 
frigerated by means of a copper tub- 
ing expansion coil and a thermostatic 
expansion valve. <A hand shut-off 
valve is supplied with each sandwich 
preparation unit. It is located in the 
liquid line and is intended to be used 
for defrosting or servicing purposes. 
A soda fountain hook-up using one 
dry expansion creamer unit and one 
dry expansion sandwich preparation 
unit may be multiplexed on the same 
condensing unit. 

The thermostatic expansion valve 
supplied with the sandwich prepara- 
tion unit should be adjusted so the 
frost line will not extend more than 
6 or 8 inches beyond the cabinet. 
The most. important point for the 


| service engineer to remember when 


line 


The jar enclosure will receive re- | 


frigeration each time the condensing | ae pressure of 1 Ib. above the 


unit cycles on the temperature con- 
trol. In normal operations these 
cycles are reasonably regular and an 
even temperature will be maintained 
in the ice cream section. When one 
condensing unit is connected to the 
ice cream and jar enclosure refrig- 
eration circuits and a second con- 
densing unit to the water cooling 
circuit, the figures in Table 4 can be 
used for the setting of the condensing 
unit switch which operates the water 
cooler. 


The condensing unit operating the 
ice cream and jar enclosure will be 
controlled by means of the tempera- 
ture control and will not require the 
use of the low pressure switch. 


Starting a New System 


After a new installation has been 
checked for leaks, and before the 
condensing unit has been placed in 
operation, the entire system must be 
evacuated in order to remove any air 
which entered during the installation 
of the tubing. 


It is the recommendation of the 
soda fountain manufacturer that the 
evacuation be accomplished by open- 
ing all shut-off valves except the 
main liquid line valve at the condens- 
ing unit. The condensing unit suc- 
tion shut-off valve must likewise be 
opened. It is unnecessary to open 
the valve on the surge tank, for no 
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other fixtures are multiplexed with a 
soda fountain is that the frost line 


when the condensing unit is operat- 
ing at approximately the lowest suc- 
tion pressure during the cycle. 

It is first necessary to ascertain 
what the lowest suction is during 
any time of the cycle. This is usually 


cut-out pressure. If the expansion 
valves of the multiplexed fixture are 
adjusted for the frost line when the 
condensing unit is operating no more 
than 1 lb. above its cut-out suction 
pressure, there will be no danger 
that the frost line will creep too far 
by the time the condensing unit cuts 
out. 

A suction line of %-in. diameter 
may be used to connect the sandwich 
preparation unit with the main suc- 
tion line. 

The condensing unit pressure switch 
settings to be used when a sandwich 
preparation unit is connected on the 
same condensing unit as the entire 
creamer unit are the same as those 
given in Table 4. 

In general no type of suction line 
pressure regulating valve is supplied 
as standard equipment with a sand- 
wich preparation unit. On a great 
majority of installations it is not 
necessary to maintain a close tem- 
perature regulation inside the sand- 
wich preparation unit. As a result, 
it is suggested that the desired tem- 
perature inside the sandwich prepara- 
tion unit be obtained by controlling 
the frost line and adjusting the cut-in 
point of the condensing unit switch. 

Should the customer insist upon a 
more accurate temperature control in 
the sandwich preparation table, either 
a snap-action valve or a temperature 
regulating valve may be used. 


Back-Bar Refrigeration 


All refrigerated back-bars multi- 
plexed to Bastian-Blessing dry ex- 
pansion creamer units should be 
equipped with thermostatic expan- 


sion valve and direct expansion coils. 
If it is necessary to defrost the coils 
automatically, a snap-action valve 
must be installed in the suction line 
leading to the back-bar evaporator 
to the condensing unit. 


CAN ADD EXTRA DOLLARS TO YOUR INCOME | 


The increasing demand for cold storage food 
locker plants offers new profit opportunities for 
hundreds of aggressive dealers. And the complete 
line of A-S-E Froz-n-Food Lockers provides an 
easy way for you to add extra dollars to your 
income. There is an A-S-E Froz-n-Food Locker to 
meet every size, type, arrangement and price 
requirement. 


A-S-E Froz-n-Food Lockers are made of high-grade 
materials by an organization with over 25 years’ 
experience. Their appearance, sturdy construction 
and exclusive features give them high salability. 


WRITE FOR THE PROFIT-BUILDING 
FACTS and take full advantage of this 
rapidly growing industry. The new 
folder contains convincing sales data 
and complete information—write for 
your copy today. 


ALL-STEEL-EQUIP COMPANY. 


INCORPORATED 
153 Kensington Avenue 


Aurora, Illinois 


Gets NEW PROFITS — 
Solves CIRCULATION PROBLEMS 


in Coolers—Sells on Demonstration 
by reduced shrinkage and spoilage, 
by less compressor operation and 
by electricity savings. 


Nice commissions are yours for 
selling Action Air System of air 
circulation in coolers. One easy 
demonstration shows users its many 
advantages. It's the quick answer 


EASY TO SELL, makes new 
customers, creates repeat business. 
to dead air spots, freezing zones, Get the exclusive sales rights in 
too much or too little moisture and your territory. Write today for 
excessive freezing. Pays for itself attractive proposition. 


THE BROWN CORP., 650 Bellevue Ave., Syracuse, N. Y. 


ACTION-AIR 
SYSTEM 


N's New! 


IMPORTANT 


Send today for this big, new catalog 
of Air Conditioning and Refrigera- 
tion Parts and Supplies—JUST OFF 
THE PRESS—and full of real values. 
Please write on your letterhead. We 


HARRY ALTER’S 


DEPENDABOOK 


TOOLS + SUPPLIES 
EQUIPMENT FOR 
DOMESTIC REFRIGERATORS [| 
COMMERCIAL REFRIGERATION 9} 
AND AIR CONDITIONING — fi 
qmmeeenact onty 


only sell wholesale. 


HARRY ALTER CO. 


| Michigan Avenue, Chi IIlinois 


THE 


| , MAKE OVER 41% CLEAR PROFIT 
i with GILMER 35-R BELT ASSORTMENT 
YOU PAY $19.98 
rin YOU GET $34.18 
| Ms YOU MAKE $14.20 


\ Described and illustrated in the 
i Gilmer Belt Catalog. Use Gilmer f. h. p. 
Belts. Belt engineers build them. Get 
your Gilmer Catalog today. 


L. H. GILMER COMPANY, Tacony, Philadelphia 


g AT TENTION sesrrerrere 


AND APPLIANCE DEALERS 
A-BEIZZARD-FROM-THE WEST: That has everthing 


More Wet Bottles Is More Sanitary 
More Loose Labels Has Fast Dry Ceeoling 
More Wet Hands Has More Capacity 
More Dissatistied Has Balanced 
Customers Retrigeration 


Territories Now Open * Write for Particulars 


WEBER SHOWCASE & FIXTURE CO., INC. 


5700 Avalon Boulevard + Les Angeles, Califernia 
Cable “Weberce” Established 1902 


“ , . i ae rs 
| ike ates 
a = ea 
ies. eee a aaaeta ane Soaks arabica ae cet ass: -_-_ ol ieee 
ee a gels 
pet aa 
—— ho 
1 Ibs, Se mht ae tee eee ae Cae eines eee ie. 
| | me : . : oe 3 “ EG: tee ‘ 
— ea a a 
ngth | Bem cae Ss See ahi ; 4 
4 | a: i 
Bm | | —. =. 
me | ae 3 4 — sla 
75 ft. | : _. La | 9 ee 
ran : a= a ae 
Ibs,, = Pe Se . 
x | ~~ + Re SSS ‘oe "5 
unit t — ae 
ar Sess a pais agua 
tem | Be gq ee st 
— | | all pe 
Able a: Bee isc: eras 
eS | SSS eee 
| 7 is . SR + ae 
it is | eee: » SE i: eee 
con | SS | I 
Cor- al, SR ae eee i. 
i. | | ~ Ad gi ~ ges Bk ee 
2om- oA ie te Se Se Se 
| ter WW a SOS Teta : Bosmack at ‘ 
inite oy, ; 3 Pane |S ieee ae | 
cach | Wey) | eo 
inite ety ae 
able | PS st - ) oa lie 
d ot | es ae 
OE OT ee ee ; boi 
| Sa 
28 of aia! sg 
rious @ ~~ | ae 
S of 4 4 ae \ oh ee ., . 
line | | mo a 
bing | 2: f ae - 
On | % ,) . Pd dj 
used 
“12.” acacia ie a care a ma maine pp 
con es po ian 
om a ze 
ee ean P| ee pa 
and rs 
ye HP) gl ——— ATINN | oo, 
gave "coun GERATION | <7 
| a. * Ree. 
bs 6 able No. meer | . aa 
, 1) (4 es Se F tii] —  - 
— aa | if : 5 é 
yg A 
| SPRING = |i i aggee 
. | 1939 a ae 
. ae 4 : : 
" eesti i: oe Ags if 
7 to i ies 
. 194 = ao 
Anaconda Copper The HARRY ALTER CO., inc. / pee 
t - roger tah ten si eb aial ree i eS ee 
; 1728 SOUTH MICHIGAN AVENUE | (Encl peaiees s 
| Prams CAkwomet YER ; sale alah 00 
PS Pt OR ae gee 
con ) ie 
- | 
— ee % a NEWYORK DETROIT CLEVELAND ST. LOUIS. | 
| ~~ ~ 161-163 Grand St. $013 John R. St. 4506 Prospect Ave.  —-. 2910 Washington Ave. 
—e> hn MR 
a ae EL 
; ; y } een LITTTIITIIF TT 
eu we 
a | SD | 
LV i ‘ 
SAULT 
Gs fe ae hs i 
— ¥ ) Yb 
[ | ee | 
: ¢ ee 
=) = BRONZE BODY ee | | 
.% REPLACEABLE 
. =. = = 
’ a ae Be id oo ; , 
| i | 
\ ae ——_ 
— ado 
ne | So 3 hy e thle 
— | SS ae 
ey a, & 
Dib a . ‘ae wi ~ ee gee. > ies a. a sien a hi 3 as pain Sg = 5 tiie a ee i 
iF rs " AN a ; As a : ey fy - ~ e5 *: F, ’ & - » ys 
ike : > ides Mele wae . Ale ; ‘ seg <i ay ete aes ps. ert - ar ieee * Aer $< : = ~ ; tae 1 ey" de, 
aS 7 - a ~ oy =x 7 + =, es eS a ¥ ey cece t ues - ay ah a ~ te 
ue re Fee ata cae he fe ee eee eo, UF ae se Rea. < e eee ee Rs Tee > he eee a ee ee -. Ses ¢ 


BR: ' z : i iy ; s , age oi. «: 
; beep 


AIR CONDITIONING & REFRIGERATION NEWS, MAY 3, 1939 


* @,0@ * 77 B k d » 
THE PROFIT LINE FOR '39 Air-Conditioning Orders Totaling $1,7 06,3 ooKe y 252 
Refrigerator and Compressor M i D H 9 b C & R | 
a complete line of cases, coolers 
and boxes to be sold with your Value of Orders Booked @- 
compressors. ———— 
A F Mamber of manufacturers reporting ........ 2. cece cece ccc ccccccccccccssesnccccsessssesess 252— 125 
Write for catalog and franchise nna nl — 
toni : ; Total 1939 
details, mentioning territory desired. a ~~ en Total 1 Sur 
SHERER-GILLETT CO., Marshall, Mich. seem MRR a eG ae ose doy pp od ov ceoen ELAS 1,706,377 3,327,797 1,299,812 2,509,¢4 
Manufacturers of Refrigerated Display and Storage Equipment Air-conditioning systems primarily for summer use: D 
Systems for installation in room or rooms to be conditioned: T 
Uist cae lniteting 1 be. 22,305 60,712 21,3 
eee I 2 DO vans Cadecse sc cestialesed eens PEN pe PNT Pe oe eT Ue ee a . : 
Over 1 1 hp. up to and inc uding We NG a F ess cid oe Sve OR ai SR ae acs b4sb a Caen ee aeecine ‘ beet 16 ttt 1p 
Be Mh Acs paensio nd PSC RU SEOA CE SE ROEDER TOD ENT Lene DERE tdee ss 08 RSet Rae RPOINOSet ‘ , \ , 
Not yf. “BOD, same as above excluding Derg ri a, Ry SpMais > eats tees ab aS 49,591 119,939 43443 yas 
Central station systems complete (including cost of installation, if to be installed): 1790 f 
Se I OEE | oo. n 5c alae Se egies > CELA ECS OPTED TRO ES CLE DT OP NE ET RACER TTEORE TESS ESS 460,711 659,540 458,297 643,61 0 
For industrial use ....... Dear SS AT ESAT ERUSSET EC ODELOS EER CAGET TEE TOT SON eine ei eRenneT he ke 57,222 66,716 57,222 66 71g leac 
Year-around air conditioning central station systems (including cost of installation, _ . acc 
ELECTRIC WATER COOLERS if to be installed) : 
~~ ae a Chobe crcc need ecesenebdeebeccvrerdeecdcpbesehecedsecsereesescacses se 1 96,058 157,171 
‘ ee SENN TI ip) ab.ols a ais aRE Se Eile F505 EONE eos 64.50 FER USRER DE MOTEL Oe EROS E peaid besihe é d i ’ 
Thoroughly reinforced all steel attractively , __1998 Phile 
ss . Air-conditioning systems primarily for winter use: 
finished cabinets. “Complete. units, including furnace, blower, air cleaner, humidifier, and on ens - 
, . ae MEY 202, 6 cuales feb bd vib bbb) he petdiesevursveebaaebense< Mee Ade tease é4 F I ; 
Complete line of different Models and Capacities. Warm-air furnaces, if" sale oupeceeety oe taka wrpeteckesaceadees + Ebest sorting ghee 222,010 446,345 i769 my 
. . . Tr-con oning un or use Ww steam or ot water ollers, nsistin 0 . 
Write for details and sales prices. heat traneter’ colin,” air cleaner, blower, humidifier, and control ’ eauipanen ae 10,334 26,522 9,934 25,516 Classit 
: H H Cc nent units of air-conditioning systems (other than furnaces) for sale separately: a Apartm 
Puro Filter Corporation of America = ey 8 or cooling wane ter sale “ air-conditioning ayetems: hae 13,419 in =— 
a ag eee Co iiie ls lene hag NC8.K bs bs VEOTER TEUL ON CF Re Ce hEUbE TO Sos 4d bab 84950406 ; : Apartm 
440 Lafayette Street, New York City Spring 7-1800 De Me teh We We 0 ek. 5 cs cercs cc sscdcisssinscieccrtestesceasssacces 33,733 65,590 «24.233 ans Banks 
ee ONG, 5's 0 0:5 6.9: 6.026010 6:3 0900.55.30 WORD ORES OS eee nbd abe Sd bONE RE EOD 42,961 79,275 37,431 72/359 Clubs | 
ee a RE I Es I, a'oss bss 35 5,63 tind sore $a oh ees nse’ by cle baba Vans hs bee 56% 33,207 62,977 33,207 62:97 Doctors 
50 hp. to and including 100 hp. GPthCHEREME CREE DU ERTS TORS Chas Ce TOORUEH EE REE SLECDS 17,428 42,379 17,428 42'379 ral 
eee Eee a yi Fd rete ship es6 4s ok hands 201 beban snd VINSON MAT REKA Caps 10,146 10,146 62.079 roe 
Steam jet SLES OSE REE EE OO ET PE ee ey 18,047 po 18,047 Hospite 
Dehumidifiers using chemical compounds, such as Silica Gel, Alumina, and "i Hospita 
i ee: Sor re 5a MAES GARETT SD ES 6S OT ERNE oe KEK EMA SESS CORSE DE OWLS CS RAERE DES DOLE eke 1,692 ne 1,692 Hotel ¢ 
OAT Gad ool or shell end tub 10,342 24,954 4,071 _— 
ell and co | she. an MEO. evs ccs vec ee ee heer dove rrerseseHoccdsecteseenerbssorece , ’ . 
ABSO.- DRY I NE, oc acre ets erst Lie UTARSERE LATA COE OT NC C4 uh pF ECS rAR EONS ESAS DI ETERCES 46,963 88,280 46,963 ty eee “% 
A new combination Heat transfer co is and colle for Girect CXPANBION ....520600scccccsesesccecccsesscese 68,521 147,491 63,928 132,161 Ls ved 
Pressure Seale d dryer and strainer. De- Units consisting of heat transfer coils, air cleaner, blower, humidifying and Barber 
o , y . De dehumidifying equipment, but exclu heating and cooling units ............ 55,064 95,144 43,337 81,596 Beauty 
nc hydrant is confined in a Circulating unit consisting of blower and filter ...............cccceeeeeeeeceeccceecces 19,145 38,572 16,382 28,975 Hotel : 
felt sack inside a fine mesh brass z= nae 
DEHYDRA- screen, therefore particles cannot Air — on a ad (sale of filters used with machinery other than fans Restaur 
T ] TYPE escape into system. Soldered brass shell Automatic po a RIES SIRE ERS NRL Sa 7 Pee ae HEY AO ETS Le arene 2,450 2,724 2,406 2,650 — 
Ss RA MER 732 with dispersion tube. Vacuum dried and pag mage oI See-patemnattc MEUOPE. Sind od ES OCR SIT i dGioe TS LE REDOET SEDER ROR OSS at af od rtf 17,055 } cone 
pressure sealed. Choice of 5 dehydrants. year eerie cp arcana SORT O CSS See 5796 12,089 Auditor 
HENRY ALVE CO ee ae hers, includi d mot d control where furnish 65,791 oiears 
Vy . CHICAGO, ILLINOIS r washers, including pumps and motors and control where furnished................... . 23,748 . 23,363 65,241 Librari« 
6.7.0 20 2 0 OSE Bei Bole me we moe a Humidifiers: — 
Human comfort type: Miscella 
Independent unit not for use with air-conditioning apparatus ..................08 2,825 9,959 2,392 9,134 Bakeries 
IME SOR TO WIE BIP“COUMGIIODING GOOATOTUS occ ie scccctecccececsvcacescsceveceee 15,747 41,164 14,774 38,140 Candy 
a oi 5s kkk th. bcin0KKbeennyscksksceesvasesxé> 67,066 116,628 66,711 115,819 Chemist 
‘ Leather 
a s . Printing 
251,895 Household Electric Refrigerators |New York, Pennsylvania, B resi 
Sold I h By 17 N c c Illinois Lead States Dairy 
° n Mare ema ompanies Fur Sto 
Y P In March Sales Miscella 
COMP RESSORS The following 17 companies reported Leonard Div. Nash-Kelvinator Corp., ‘ Total .. 
sales to: the Refrigeration Division of Norge Div. Borg-Warner Corp., Philco | g..+05 ana PORE. yd ete 
. the National Electrical Manufacturers Refrigerator Co., Sparks-Withington | moerritories March Cumulative Mi 
for Commercial Use Association (Nema) on household Co., Stewart-Warner Corp., Sunbeam nn 
electric refrigerators for March, 1939: Electric Mfg. Co., Universal Cooler ‘pteleesins 1,996 5,049 (Dat 
Apex Electrical Mfg. Co. Crosley Corp., and Westinghouse Electric & | arizona ................ 675 2,093 
Mills Novelty Company * 4100 Fullerton Avenue®* Chicago, Illinois Corp., Edison General Electric Appli- Mfg. Co. Arkansas ............. 1,553 3,764 
ance Co., Inc., Frigidaire Div. General The sales of the reporting com- | California ............. 11,708 33,935 Classif 
Motors Corp., Gale Products Div. Out- panies include units manufactured for | Colorado .............. 1,606 4,052 Fawr 
board Marine & Mfg. Co., General the following concerns: Montgomery | Connecticut ........... 3,905 9,292 Freee 
Electric Co., Gibson Electric Refriger- Ward & Co. Potter Refrigeration | Delaware ............. A. -— Stores 
ty ator Co., Kelvinator Div. Nash-Kel- Corp., and Sears, Roebuck & Co. oo < Oeee.. 2 6 880 Offices 
a] MR = : vinator Corp., Landers, Frary & Clark, Seoula ME 7,829 Beauty 
™ 7 MR sky chan tibxksas "652 1,957 Funeral 
vis B G ‘te SALES FOR MARCH, 1939 Tilincis ......... 20,166 43,762 Hotels 
. ROBUE TS “AIR CONDITH | Other Total | Indiana “2.2.2.2..0.1.. 6967 15219 Factorie 
OILS - FINNED COILS - TUBING COILS- AMMONIA SHELL AND TUBE Domestic Canadian Foreign World lows penedinneecongren? oe = wo age 
SERS - FREON CONDENSER - EVAPORATIVE CONDENSERS - BRINE Lacquer (Ext.) Cabinets Complete caeteaky 2924 7387 Banks 
S - SHELL AND TUBE WATER COOLERS - DRY EXPANSION WATER <i gaara 65 tt St 61 | Louisiana 1. SRT7 7,682 Residen 
- UNIT COOLERS - BAUDELOT TYPE WATER COOLERS - ACCCUM- eS ee Serer Mea 245 84 329 | Maine ......... -. 1,050 2,509 ao. 
Ons - MNPEQUID RECEIVERS - pnsorveed Som naeees ~~ = Fe SRReeeenree 3,057 9 1,436 4,502 | Maryland _ ~ 
R CIAL aS. — Ff Se SR escerreS: 21,780 1,205 3,300 ae | Settee [—2|OlCUae Total .. 
sinite wade to use.cwith Freon, Methyl Chloride a 5. 5 to 5.99 cu. ft.......: aa Kaihes 43,745 1,748  —-1,920 “ae | ae, 6323 «17106 *Any di 
ae. OFS Sere 122,115 1,259 1,490 124,864 | Mississippi ............ 1,188 3,084 — 
ACME INDUSTRIES, INC. oe SS eee 6,635 38 72 6,745 | Missouri .............. 7,095 16.959 
ae Se Se pgeeeerrereqoren 9,706 88 359 10,153 | Montana oo... 1101 = 2,001 Camb 
“MICHIGAN Sty Fe errr mi tas nF ae... merrier a 5,106 
ee ee er eerreree oh Ly im Nevada ......ssssseees 8 
ales and wp : “** | New Hampshire ...... po Be 
pe Tree New Jersey ........... 10,68 ‘ , 
Total Lacquer 207,103 4,591 8,658 220,352 — 273 ie Classifi 
Porcelain (E in INOW TOPE coc cccccsses 30,032 ’ 
FIN COILS 12. Up to 199 = ‘et ee eee 14 2 61 19 | cee ee ooo eee 41550 Lr — 
ee ee . s Pe 
ey Se Sena 4,483 72 202 | at ae ae Barber § 
PIPE COILS ao; » OY Beene 10,581 26 274 mim... 2/831 7,459 Office .. 
tee fe FS eee 4,164 2 14 BOP | GL. cosctscscovssas 1,954 4,854 Office Bi 
fe Refri ‘ Pla Palliat O60 BOP OB. B...... csiccceneee. 6,348t vi 146 6,494 | Pennsylvania ......... a7 oo % 
or efri eration an ur On 2tionin i 2 el OU a eee rr ae 273 pimis 16 289 a Island ......... 1,21 4.957 St 7 
uth Carolina ....... 1,982 , ores . 
+4 'g Be PO Oe Minis kiccbacdevevarne 667 3 52 722 South Dakota 16s Theaters 
. ,40/ y 
UNIT COOLERS for comfort and low temperatures | | 1° Total Porcelain .........--...-.---- 26,530 105 —S Sein... 25. Miscellan 
, ; =y ME ahisdlenad as kekeiick 6 2, f-Cont 
AUTODR A FT UN ITS for my alk-in coo lers 20. Total—Lines 11 and 19............. 233,633 4,696 9,423 247,752 el it a aS 108! _in abo 
a 21. Separate Systems %4 Hp. or Less... 92 766 852 Tae Oe 10181 Total. 
REMPE CO., 340 N. Sacramento Blvd. | CHICAGO 22. Separate Household Evaporators... 319 47i 1,643 2,433 | west Virginia ....... 2,555 h-4 _— 
oa be a, CE 4,970 " 
23. Total—Lines 20, 21, and 22.......... 234,044 5,933 11,918 = -251,895 | Wyoming. 0202 418 967 
24. Condensing Units 4% Hp. or Less... 480 344 1,770 2,594 ~~ 
Copies of Air Conditioning & Refrigeration Ne 25. Cabinets—No Systems ............. 22 2 5 29 | Total United States... 234,044 968,709 
* 
Bound for Reference Use Index Value* of Total Dollar Sales.... 128.0 291.0 103.0 128.0 Canada are woes 5,933 12,253 
*Based on weighted sales for 1934, 1935, and 1936. tIncludes sales and credits. a —— 11,918 26,307 
Copies of Air Conditioning & Refrigeration News (formerly Electric Note: It is estimated that the figures on electric household refrigerators etl 
Refrigeration News) for the past five years are available in bound reported to Nema include more than 90% of the industry. Total for World....... 251,895 507,89 
books. These volumes, each covering a four-month period, are bound in ' 
a stiff paper board cover or in black imitation leather. Prices: $3.00 (Finned lube Products For Information on Motors 
each for paper binding or $5.00 each for imitation leather, f.o.b. Detroit. . ° nes “_ we 
Since 1907 J for COOLING, Air Conditioning and 
Vol. Jan. 4 to April 26, 1933. Vol. 17—Jan. 1 to April 29, 1936. 7) ‘H EATING and ~— penne Bers thee veg 4 
Vol. 9—May 3 to Aug. 30, 1933. Vol. 18—May 6 to Aug. 26, 1936. ere per Coated Inside 
Vol. 10—Sept. 6 to Dec. 27, 1933. Vol. 19—Sept. 2 to Dec. 30, 1936. AIR CONDITIONING WadherFlectric Corporation Out. Sizes: 's" to, % 
Vol. 1l—Jan. 3 to April 25, 1934, Vol. 20—Jan. 6 to April 28, 1937. ones rd, | ae 6441 PLYMOUTH AVE ST LOUIS, MO 
Vol. 12—May 2 to Aug. 29, 1934. Vol. 21—May 5 to Aug. 25, 1937. _ 
Vol. 13—Sept. 5 to Dec. 26, 1934. Vol. 22—Sept. 1 to Dec. 29, 1937. 
Vol. 14—Jan. 2 to April 24, 1935. Vol. 23—Jan. 5 to April 27, 1938. 
Vol. 15—May 1 to Aug. 28, 1935. Vol. 24—May 4 to Ang. 31, 1938. 
Vol. 16—Sept. 4 to Dec. 25, 1935. Vol. 25—Sept. 7 to Dec. 28, 1938. P E % Ne AUTOMATIC CONTROLS 
Vol. 26—Jan. 4 to April 26, 1939. AND SWITCHES 
Shipment will be made by express collect unless otherwise specified. aa aie - your product 
e for Catalog 
Business News Publishing Co., 5229 Cass Ave., Detroit PENN by Sap SWITCH CO. 
GOSHEN, INDIANA 
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£& cooling, the St. Louis store has 
90% of Stores Cooled In exceeded the present figures of the Six Firms Are Appointed 
- s4e 4 other store, which has held its own 
One St. Louis Block comparative figures year in and year To Handle Dorex Line 

( on (onl out.” On the basis of its experience, 

the St. Louis unit last year air con- NEW YORK CITY—Six sales rep- 

ST. LOUIS—“The air-conditioned | gitioned its entire sales area. resentatives for the complete line of 

block” is a name that might well be odor absorbers and auxiliary equip- 

a *| given the downtown area bounded . ment of the Dorex air-conditioning 
= . Geib cee ee | en a nee | ae ae eee 
— . Charles .—for more than o . 
= Sur veys Show Number of Installations By of the street floor space in the block Named By Airgard W. B. Connor, head of the firm. 

a is conditioned with comfort cooling CHICAGO — Satie > deities The new Dorex outlets are: Equip- 
9,642 . e ene equipment. roe mS gr n appointed by | ment Sales, Inc., Buffalo; George A. 
Types of Business In Leading Cities Growth of air conditioning in the pres nok Miz. Co., mantineturer er | Teeling, Albany, N. Y.; E. F. Greeley, 
section has been steady since the heati cooling i idifyi and Syracuse, N. .Y.; Massachusetts 
4 - Note: Th surve obtained through the coo tion first installation was made in May, filtering equipm nt They ane: Aho. Steam Specialty Co., Cambridge, 
7.245 Editor's Note: nid ys, . us: gp 1933. Two more were made in June, matic Heating & " Cooling Syst me Mass.; F. R. Menzies, New Haven, 
_ of local power companies, show air-conditioning installations in and another in August of the same | 5. PE se wet Air Comfort Co = Conn.; and Thomas F. Downs Engi- 
cH leading population centers for 1938 and years previous, classified = sian o a Washington; Blagden Bros. Inc., neering Co., Springfield, Mass. 
tes 4 ‘ e usiness establishmen 
according to types of businesses. ofall types and dines in the area, 90 New York City. ; 
ain are cooled. Most of the installations All Carrier Equipment 
7938 e ° also provide for winter ventilation stern li ; 
= Philadelphia Area and conditioning. In the group are 11 G-E Ea Coo ing Office Listed In New Catalog 
(Data Furnished by Philadelphia Electric Co.) women’s apparel and specialty shops, Moved To Bloomfield 
1 Prior to 1937 During 1937 During 1938 Total of which nine are cooled. SYRACUSE, N. Y.—Air-condition- 
Classification No. Hp. No. Hp. No. Hp. No. Hp. Value of this (‘summer business | ew YORK CITY —The New | ing equipment, for the many uses 
1,516 insurance” is illustrated in the case f 1 m to on entire bullé- 
— ApertMentD ...ccceseeeeees 13 -:18.2 4 5.0 4 8.6 21 26.0 | o¢ Cunningham’s, local store of a | Y0rk district office of the General | from a single room to 
er ee 91 = 188.3 54 62.3 78 120.4 223 = 371.0 &: ; Electric air-conditio de ment, | ing, is presented in the new 16-page 

Private Ho tional ’ 1 hain ning part: . 

Apartment Houses eccccce 0 0.0 1 5.5 2 51.0 3 56.5 nation women's appare chain. serving the north Atlantic territory catalog just issued by Carrier Corp. 
ry BankS ....eccecees wieaouhes a : re : 2c. : e. Comparing its ‘before and after” air- nan teh ene ton the As an easy means of quick reference, 
i Cluvors’ & Dentists’ Offices 13 32.3 10 10.8 16 74.6 99 117.7 pr ae s pr ine a ro General Electric building here to the | 2ll products are listed according to 
379 Funeral PaPlOFS cosvecccess 11 111.3 ‘8 99.3 9 119.58 28 330.8 another entica. own general offices and works of the de- application and type of equipment. 
079 ital Operating Rooms 1 95.0 3 65.0 0 0.0 4 160.6 | organization, the store notes that: 

3,047 a jan 7 as 4 38.8 1 3.0 1 4.0 6 45.8 “Until 1937, the other unit did two partment at Bloomfield, N. J. In addition to air conditioning for 
| aon Guest Rooms ...... 1 4.0 0 0.0 1 61.45 2 65.45 | to three bieane the volume of the St The move was made to facilitate | homes, stores, and offices, refrigera- 
‘ ARNE CS TS ere 103 1,029.6 502s «14.1 37 484.75 190 1,978.45 . | engineering and order service, ship- | tion and heating equipment are in- 
683 Broadcasting Studios z ba ‘4 : ed . ae : =. gg pic aga oe ae ments, and similar activities, which | cluded. Each type of product is 
el io ‘ae A rn i 4.8 0 0.0 0 0.0 4 4.8 ‘ y» can be handled with greater dispatch | described according to application, 

Beauty Shops ............ 8 53.8 1 45.0 5 17.85 9 116.65 | # . directly from the factory. function, and other features. 

4 Hotel Dining Rooms ..... . oats : = : 2 : guns 
ies Buildings .......... 625. : . 665. 

+ seen ” Re 58 2,103.3 8 308.1 24 = 605.05 88 2,016.45 re L A 4 4 i Fi £E D 

Pepartment Stores ...... ' 2 1,768.0 1 2,350.0 2 1,269.0 5 5,387.0 535 Years 
60 Retail Stores .....-...--- 69 2402.9 48 867.7 56 1,046.72 183 4317.32 ADVERTISI NG cae ase: PERCIVAL Line 
- ee, ere ee 57 5,918.8 27 =«=1,571.7 36 2,570.5 110 5,060.0 ICE NEED ! 
on Auditoriums .............. 2 563.0 0 0.0 0 0.0 2 563.0 I > meets EVERY 
5 Lameartes and Museums... 3 10.0 0 00 0% 3 140.75 RATES: Fifty words or less in 6-point i 1 Includes Coolers, Reach-In pos sateen 
y eee . . . . $ - <s i De 2 e . 

— i sss cveensad esaebae 30 521.3 15 488.0 2 4.8 47 1,014.1 light-face type only, one insertion, $2.00, js, Mg by ne Toke oan at 
petineens Commercial : a8 : 4 : a 7 ee additional words four “<. wy Percival Condensing Unite. 

134 SRMEMD ov cssvantrserassss : : . ° consecutive insertions | ss on . . AR APE 

Be aa. 8 et Ok tet tk Mame” | SORee_ Sam conte came. pe A oe Sf Ree me 

$19 a Manufacturing .. 2 238.0 0 0.0 0 0.0 2 238.0 PAYMENT in advance is required for Coiling system is second to none. 

| Printing & Lithographing 7 271.0 1 180.0 1 129.0 9 580.0 | @dvertising in this column. Write for attractive prices, literatere 

a, Textile Manufacturing ... 17 1,076.0 2 65.0 0 0.0 19 1,141.0 REPLIES to advertisements with Box and Distributor’s proposition. 

Tobacco Factories ........ 10 1,100.0 1 43.5 Ds 69.0 11 1,212.5 _ — eee wo Condition- 

Dairy Products .......... 1 60.0 1 11.0 0 0.0 2 71.0 ng efrigeratio ' Cass ; 

Fruit Pooking Houses.... 2 42.0 1 15.0 0 0.0 3 57.0 | Ave., Detroit, Mich. C.L.PERCIVAL Co. ; 

Pee BOERS cacersevicess. 3 44.5 0 0.0 0 0.0 3 44.5 eo eos 

Miscellaneous Industrial.. 16 610.0 8 538.0 5 1,062.5 29 2,210.5 ENGINEERING SERVICE DES MOINES, 10WA 

SED :.<0\catitiavesdupnecene 586 26,165.0 257 8,657.0 292 7,967.7 1,135 42,789.7. | REGISTERED CONSULTING Engineer 


with twenty years’ experience designing 


des . " . and developing heating, ge ge and 
air-conditioning equipment and systems. Oo fele) G & 
a Minneapolis, Minn. Complete staff of experts and laboratory REFRIGERAT RK D b ASKET 
ous ilable for designing and developin ; 
og (Data Supplied by the Northern States Power Co., Minneapolis, Minn.) | breducts or laying out systems. Will + — isies cane tn: eli aie 
a Prior to 1937 During 1937 During 1938 Total* furnish ideas, or work out yours. F. O. a extruded rubber available I" 1” 
i Classification Ne. Hp. No. Hp. No. Hp. No. Hp. JORDAN (ASRE), 2150 Lawrence, Chicago. . See ane 
po Pes. P «© for replacement use. Ask —— 
po Restaurants 0.0.2.0... 17 205.0 30 317.0 89 383.0 87 854.0 FRANORISES AVAILABLE | your jobber for copy of 7 ™\\ = 
423 = led hl 13 3080090 apg 8S8—«858-0 | COMMERCIAL LINE refrigerator display /" bulletin listing complete 
il Sone epnpesaabe: 9 90.0 27 «341.0 19 73.0 90 721.0 cases, walk-in coolers, and refrigerators; line. Manufacturers—let us 55 4 
= Beauty Parlors ........... ; Y ; also direct draw, mechanically-cooled work from your Blueprints. 
829 Bs Beaver 1 2.0 4 43.0 rj 26.0 12 71.0 
957 Funeral Homes .......... 6 22.0 3 28.0 1 6.0 10 56.0 beer coolers. Sell with Ehrlich compres- 
a! ME sci besukisaapectse 4 42.0 . 8. eM 2 @ eee! Sa General Offices  - BARROW PRODUCTS CORPORATION 
Factories 0 0.0 1 3.0 1 3.0 2 6.0 discounts, also nancing arrangeme: a REE EERE ro RRR Factories 
219 RR es ears 9 14.0 0 0.0 0 0.0 2 : to help sell. 70 years in business. Write 420 North Le Salle Street = 
753 Public Building AEE RE CEES 1 100.0 0 0.0 0 0.0 1 ans for full information. EHRLICH RE- Chicago & Grand Rapids 
a Pn. Ree 2 16.0 1 41.0 1 6.0 4 63.0 | FRIGERATOR MFG. CO., St. Joseph, CHICAGO 
$82 Residences ........2.2.0.. 48 18.0 14 21.0 a me * Be e..... 
509 e Si¢59 heb ave bc onan 2 1.0 0 0.0 3 13.0 5 14.0 UIPME SAL 
418 Broadcasting Studios 0 0.0 0 0.0 3 50.0 3 50.0 et oo - 
073 NEW REFRIGERATION motors, half 
178 ee ee = ea 136 1,264.0 110 =©1,309.0 110 719.0 399 3,439.0 price. Delco, GE 110 volt, 25 and 60 cycle, 
106 *Any discrepancies in totals is d installati % h.p. $5.80, % h.p. $6.00, rocker bases 
a Pp otals is due to installations prior to 1936 accounted for. 40¢ additional. DC 32 an d 115, volt, with 
rocker bases % h.p. $13.50, % h.p. 00. 
001 i F.o.b. here. 25% deposit, balance C.O.D. CE Hard Rubber “Loxit” 6. Lighter weight. 
~ Cambr idge, Mass. A-E MANUFACTURING CO., 2440 Char- Unite (doors, rails, jambs) e } ea agfnne « er 
lotte, Kansas City, Mo. for refrigerated display cabinets A 
£43 (Data Supplied by Cambridge Electric Light Co.) : offer clght outstanding. reets | Write for details of new standard 
440 Prior to 1938 During 1938 Total FOR SALE: Nineteen (19) Cool-Aire self- t t t t: closure lids and insula rings for 
164 Classification contained air conditioning units; one half ages at no extra cost: frozen foods cabinets, ice cream 
34 No. Hp. No. Hp. No. Hp. (%4) horsepower, three quarters (%) horse- 1. Locked- lift-out doors. cabinets and soda fountains. 
582 (ENS PROS war reaper 1 1.5 0 0.0 1 1.5 | Power, one horsepower. Chieftain com- 3 Reduced ae teobanee a ah ie a 111 West 
176 MY. ‘Bienhcigdiak ete ’ pressors and Wagner motors. All new in , “9 cae es 
sehiendains 1 5.0 1 7.0 2 12.0 4. Roller Washington St., Chicago, Ill... . 
386 SIGE METRE nee Aap 0 0.0 1 1.0 1 1.9 | original box from factory. Will sacrifice 5. Quiet closure. Akron, Ohio. ‘ 
159 re feeeer se opitcestn 0 0.0 1 0.5 1 0.5 | to right party. Going into another busi- 
54 Office Buildings ................. 2 27.0 0 0.0 2 27.9 | ness. L. A, NALTY, Box 234, Baton 
sd Public Building ................. 0 0.0 1 2.0 1 3.9 | Rouge, La. 
13 SIU Ath dea) cid sc casndersy 4 31.0 2 18.0 6 49.0 
357 EE reereenectans 4 12.0 4 48.0 $ @6 | See ee ae 
397 RE Rae ia eae 2 275.0 0 0.0 2 275.0 Kelvinators, General Electrics, Westing- 
61 Candy Manufacturing ............ 0 0.0 2 27.0 $ 88 | oe eS eS ee 
" Miscellaneous Industrial ...._. 1 15.0 2 13.0 3 28.9 | cach, guaranteed fully equipped. Frigid- 
966 Self-Contained Units (included a 3 : F aire compressor units, all sizes, guaranteed 
137 in above) .......... 0.0 1 0.5 1 0 in perfect condition. We have brand new 
382 <1 ee s 5 boxes, all makes, at below dealers’ prices. Messa e 
81 EP oxcsdeupeneeiaie tcl, 44 © =s116..5 29 483.9 | Write for prices. LANDOR WARE- 
is HOUSE, INC., 53 East 10th Street, New . * 
sl York City. No. a8 


i ' CAL COM FO RT AN WILL SELL entire, or lease wholly or in 
part, either machinery or building and 

e machinery; now in production on line of 
commercial compressors and condensing 

units of % H.P. to 10 H.P. Six story 
concrete building, approximately 100,000 
sq. ft. floor space, located in midwestern 
Seoul ‘ town of 35,000, good labor market. Power, 
pping at the Detroiter means assurance heat and light available, convenient 
of two things: Fine accommodations, and shipping facilities. Other interests re- 
reasonable cost. The rooms are famous for quire full attention of present owners. 


tasteful furnishings and restful beds, and Pn — a 5 Se 
the hotel is noted for its cordial atmosphere. : 
Yet you cannot pay more than #3. single! REPAIR SERVICE 

CONTROL REPAIR service. Your con- 
trols repaired by expert mechanics, with 


CHIEFTAIN FACTS: 


How does Tecumseh hold its customers? 


By correct engineering, by precision manufacture and by fair dealing with each and 
every customer, 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 
Canadian 


distributor: Refrigeration Supplies Co., Ltd., London, Ontario 


on a 


1'Sin Bei si 


A tight system calls for _ 
FITTINGS THAT WILL STAY TIGHT 


special precision equipment. . Supervised 
~~ by graduate engineers. We stress per- MPERIAL &. A. E. flared fittings have been set- 
th 2560 tection and dependability before price. pt A and — wy air or ee 
ne year guarantee on domestic controls. refrigeration field .. . and their rapid accept- 
WOODWARD Any bellows operated device repaired. ance by installation and service men is based on 8. A.E. FLARED FITTINGS 
AT ADELAIDE HALECTRIC LABORATORY, 1793 Lake- results. Imperial fittings are tight when the job is | Brass forged nuts. tees. elbows 
view Road, Cleveland, Ohio. finished a a ~ 4 tight. Heavier and stronger than stand. 
te ca’ covering com- ard—non-porous—no seepa or ~ 
ect a plete listing pry and prices. — cracking. Tees and el. 
N. HAVE YOUR patent work done by a | IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago peice Patten en 
es Aanee specialist. I have had more than 25 years’ 


experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


IMPERIAL Zags vec 


VALVES - TOOLS - CHARGING LINES - FLOATS - DEHYDRATORS - STRA 
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AIR CONDITIONING & REFRIGERATION NEWS, MAY 3, 1939 


Entertainment Program 
Mapped For ASRE 


In New Post 


RMA To Tell Public All 
About Television 


Anthony Santos Joins 
Export Agent 


Westinghouse To Stress 
Fair In Advertising 


NEW YORK CITY—Anthony S. Th 

(Concluded from Page 1, Column 2) NEW YORK CITY—Anticipating | Santos, a mechanical and electrical PITTSBURGH—Westinghouse wij, 
A.S.R.E. entertainment committee, | that the debut of television in the | engineer with a background of more | base its 1939 institutional advertig; a 
with Charles R. Logan as chairman. | New York area may retard the sale | than 16 years in export activities, is | campaign on the visit of a mythica) vc 
| of regular radio receiving sets in | now associated with Stewart-James | “typical American family” to tp, Iss 


Golf matches will be played on the | 


Sporty Hershey course on Sunday, 
Monday, and Tuesday, and _ the 


Philadelphia section of the society | 
will give a cocktail party on Sunday — 


before the convention opens, followed 
in the evening by a family party with 
a, new brand of quiz contest. 
Assisting Mr. Logan on the enter- 
tainment committee are George E. 
Hulse, C. L. Snavely, Lee R. Smith, 
H. M. Roberts, R. E. Townsend, J. 
W. Bergdoll, Jr., W. H. Aubrey; mem- 
bers of. the’ Philadelphia section who 
will assist as hosts include A. B. 
Chamberlain, R. B. Davis, Alec 
Holcombe, and Cyril Leech. 
Complete technical program fol- 
lows: wie 
SUNDAY, MAY 21 


| 
| 


‘DEAN C. SEITZ 


other parts of the country, a special 
commercial television committee has 
been appointed by Radio Manufac- 
turers Association to tell both trade 
and public just what it’s all about. 


Working on the committee are J. 
S. Knowlson, chairman of Stewart- 
Warner Corp.; W. R. G. Baker, 
General Electric Co. managing engi- 
neer; E. F. McDonald, Jr., president 
of Zenith Radio Corp.; H. C. Bonfig, 
vice president of RCA Mfg. Co.; and 
John Holland of Philco. 

At its directors’ meeting last 
week, the RMA also voted to con- 
tinue its fight for the’ repeal of the 
5% excise tax on radios. 


St. Louis Gas Utility 


& Co., export agent here. 

Mr. Santos spent some 14 years 
with International Western Electric 
Co. and its successor, International 
Telephone & Telegraph Corp. He is 
a member of the A.F. & A.M., Amer- 
ican Physical Society, Institute of 
Electrical Engineers, Institution of 
Electrical Engineers (London, Eng.), 
and Institute of Radio Engineers. 
He also is a lieutenant commander 
in the U. S. Naval Reserve Flying 
Corps. 


Apartment House To Install 
6 Carloads of S-W Units 


New York World’s Fair, says gs. D 
Mahan, advertising manager. f 

Carrying out the same theme 
Westinghouse also will produce 8 
technicolor movie, titled “Middleton 
Family at the Fair,” and a radio 
show called “Letters Home.” 


The radio program will be broag. 
cast at 5:45 p.m. Sundays over an 
NBC Blue network of 75 Stations 
from coast to coast. It will present 
a letters contest, and carries a 
“double feature” slant in that prizes 
will be awarded not only to winning. 
letter writers, but also to persons to 
whom these letters are addressed, 


In connection with the contest 


“Westinghouse will provide a “letter. 


writing room” in its building at the 


.. 12:00 noon. Advance registration. ghalys See setae of > geal World’s Fair, where visitors may 
2:00. p.m. Committee meetings. art-Warner electric ranges and re- ; 
ie nti :-taele oak. a“ _-Landmesser & Seitz Offers Combination frigerators are being delivered to St. jes dy Ba Re Reis oy aeeeiat c 
-8:30 p.m: Family party. = Paul for installation in Lakeland | \ritten there will 7 pe rs Ele 
, | Join York Ranks ST. LOUIS—In what it claims is | Manor, gigantic apartment house now | Westinghouse, and the room is one = 
_; MONDAY, MAY 22 | the “first Electrolux combination | 2e@ring completion. The shipment | 4, gi) contest-entrants ooyealg = br 
9:00 a.m. Registration. . | offer of its kind in the United States,” | Will contain 530 appliances. Tullewing es idk. wikeie : dis 
9:30 a.m. Technical session—chair- (Concluded from Page 1, Column 3) Laclede Gas Light Co. is giving a endl -eavertaan, ta rad ae and Cha 
man: George E. Hulse. | has had a wealth of experience in | set of aluminum cooking utensils, Sei Deel i cell iieitiain aecena Pose ” ny also ad 
“A Portable rat ged Pres pe bye roneinnge all a of Be ae valued at $23.95, to each purchaser ewe warae Ig. patos ee 16-sans ies aoe pr 
heme Corp, Utes, Yen nn | female nn | athin the eng iaatae eee | Hospital Contract | gravure mages, describing wot, Mf 
; ‘ : q nghouse’s Fair ex t and its part tent 
elias & Wadknaten” Chases | an tn toe en ign Set includes a five-quart Dutch BUFFALO — Jewett Refrigerator | in lighting the exposition oak in It 
A. Peters, U. S. Depa whaeeest of the | years manager of General Electric’s oven roaster, 10-inch skillet, two- | Co. has been awarded the contract to | building other exhibits. Employes, mer 
Intariae: Washin gton, D. C.: | commercial refrigeration activities. quart saucepan, three-quart sauce- | furnish refrigerators for the new | stockholders, distributors, dealers, vill 
on andling of Brewery ‘Fermenta- ° Dean C. Seitz has been appointed pan, 11-inch griddle, and a copy of | $3,000,000 Triboro Hospital in New | and customers of the company will rem 
tiem: Gea ieon Bushler, Jr. and | es Me. Lendmeener’s easiest on Cookery,” with information regard- | York City, reports E. B. Jewett, | receive copies of the special section, the 
Louis DeMarkus, Frick ’Co., ee., | commercial refrigeration. Mr. Seitz ing the set, menus, and recipes. president of the company. Mr. Mahan said. tric 
Waynesboro, Pa. has been associated with Mr. Land- | gov 
, “Methyl Chloride Properties and | messer for the past six years, and be 
Tables,” E. W. McGovern, R. & H. | left the Norge organization May 1 othe 
Chemicals department, E. I. duPont | to join York. are 
de Nemours & Co., Wilmington, Del. — Starting his refrigeration career " 
, 3:00 p.m.. Golf match. _ with Nizer Corp. in 1924, Mr. Seitz deal 
' 8:30 p.m. Dance. | from 1926 to 1937 was chief engineer job 
_of the Russ Soda Fountain Co., app 
‘TUESDAY, MAY 23 | Cleveland. After the repeal of pro- stay 
, 9:30 a.m. Technical session—chair- | hibition, he developed the Russ beer- 4 
man: Chester Lichtenberg. dispensing system, which was mer- do | 
“Design of Truck Bodies for Ice | chandised by General Electric under doo 
Cream,” H. M. Harrington, and L. | Mr. Landmesser’s direction. met 
M. S. Cooper, General Electric Co., Currently, Mr. Seitz is co-author, . 
Erie, Pa. _with Arch Black, of the series of to |} 
“Overhead Bunkers for Refrigera-. articles. on the servicing of soda we 
tor Cars,” O. C. Walker, Canadian | fountains and ice cream cabinet 1 
Pacific Railway, Toronto, Canada. equipment now appearing serially in Fin 
“Tests on Air Circulation in Pre- | AiR CONDITIONING & REFRIGERATION mig 
cooling,’ Dr. F. C. Lindvall, Califor- | News. app 
nia Institute of Technology, .Pasa- - ._P. H. Carlson, who has been with that 
dena, Calif. | York for 15 years, and who has been inte 
“Bus Air Conditioning,” A. J. | connected with the commercial divi- T 
Mallinckrodt and lLars Hanson, | gion since 1933, will be Mr. Land- utili 
Carrier Corp., Syracuse, N. Y. | messer’s assistant on commercial air depé 
12:30 p.m. Council luncheon. conditioning. unti 
2:00 p.m. Conference on piping Edward R. Walsh, Jr. will assist (Cc 
practice—chairman: A. H. Baer. Mr. Landmesser in his present posi- 
: tion as national supervisor of York 


° . | residential heating. 
Detroit Steam fitters Set | C. A. Pearson, formerly head of 
May 8 For Parley With York’s commercial division, will 


| undertake special field assignments 
Cooling Contractors to be announced later. 


ats Note — Capillary Tubes Lt 

DETROIT—Still h , 4 Tubes 
to settle ania Gaedeen te NRDGA Aims To Improve eeepc —— on A-P Valves are not ing « 
steamfitters and the air-conditioning . Sensitive to Temperature fact 
men as to who should do what and Housewares Showing 2 8 7 N A I R Cc ON D I TI ON h N G Changes. Another reason port 
why will apparently be made May 8 for A-P Valve Accuracy. 01 


NEW YORK CITY — Seeking to 
end the confusion in the annual 
housewares showing caused by the 


at a meeting called by the Detroit 
Steamfitters’ Protective Association. 
Letters have been sent to some 


ot CUSTOMER COMFORT .. ° 


20 local air-conditioning contractors | SPlitting of the conclave into four , ; was 
re nme te oe Bs aaaiitine: | different locations, the Merchandising A-P controlled Customer Comfort increases shoe sales _!"tallation . . Supe 
reports William Coatsworth, member | division of the National Retail Dry f the St Sh Co | 3 Stone Shoe Company dent 
of the union’s executive board. | Goode Association hes sutharined z e Stone Shoe Company! To you Installing and Cleveland, Ohio ie 
The meeting is scheduled for 8 p.m. | ° ervice Engineers A-P Valves also offer Equipment . . . ov he 
at the union’s hall at 3840 Grand auiiins taie: nae hese ee Gulemae fit b g thats a dabil er new sales and Carbondale _ 
River. rolit because their dependability o i j Plan: 
the go Soa appointed Louis a boast to your aN vi pe $3 so a ae a Company te 
engineering. Avery Engineering Comp k 

Manufacturers are in- | D. Barnet, merchandise manager of P g g g Cleveland, Ohio after 

vited to write for com- | home furnishings for Abraham & Y » moti 

plete details regarding | Straus, Inc., Brooklyn department our customer has a right to expect trouble-free opera- —- Valves... . end 

Universal Cooler re. | Store, to form a committee to repre- | . - . . ee ing « 

, = _— cei es aus at Get a os A. tion from his investment in Air Conditioning and td 

—— ment stores in regard to the Chicago | Refrigeration. One way to assure this service over the Baggy ny busi 
Universal Cooler Corp., Detroit showing. nied nae niga Peet Harry Alter Company 
ngest period of time is the use of an A- alve in whic} 
Dry-Kold Creditors To Get every control position. Install A-P Thermostatic Expan- - 

Tests Prove it's Com- bring 

ee we eed Another 5% Payment sion Valves or Solenoids on your next job — you'll ) 

e ew | , © ‘ 0as 

Small Capacity NILES, Mich.—Creditors of Dry- understand, then, why leading engineers praise them atten 
Kold Refrigerator Co., now in process . : try I 

MAGNET VALVE of liquidation, have received another sO enthusiastically. ary, 
payment of 5% on their accounts. conv: 
po brings the total payments up to ALITOMATIC PRODUCTS COMPANY Calif 
%. 2450 NORTH THIRTY — SECOND STREET Co: 
Due to general business conditions, MILWAUKEE ® WISCONSIN in tt 
collections have been particularly Export Department, 100 Varick Street, New York City hotel 
Use CHICAGO SEALS hard to make, Attorney Robert J. betwi 
for se Wilson reports in a letter to ; : ; . of C 
al replacements sides. Te tun, tee, Oa Refrigeration Parts Jobbers, Who Recognize Quality, Stock Controls Fran 
present indications are that the OR LIE LID TTLL DOL ENE NED ADE ME LLEE I AEE: CBRE: ERI EAR ARR REE EP EB frige 
receivership will pay at least another se ge Ange 
5%, bringing the total to at E ENDBDABLE y merit 
least °35%. | THE BYWORD FOR A-P VALVES (Con 
is ee inaigr a .: oa a peta me 7 
ae Be FeO se So: siieetieoe a ee : : 
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